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The Royal Union Life Insurance Company 
DES MOINES, IOWA |< in +} [_ 


Offers an unexcelled line of policy 


contracts. 


Our Juvenile policies, written on 
children as young as one day old, 
go in full benefit automatically at 
age 5 without re-examination. 


Our spectal low rate policies to 
business and professional men are 
fast sellers. 


We write women on equal basis 
with men. 


Splendid agency openings are now 
Royal Union Life Building Cor. 7th end Grand Avenue avatlable. Write William Koch, 
Vice President and Field Manager. 





Royal Union Life Insurance Company 
DES MOINES, IOWA 


A. C. TUCKER, President 
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it is fundamental with the 
Peoria Life that, once having 
made contract with an agent, 
the burden is on the Company 


Four years ago we intro- 
duced a new feature into our 
year’s agency program — 
Managers’ Month. Peoria 
Life agents gladly accepted 
this opportunity to express 
their esteem for the State and 
District Managers with whom 
they serve. October has be- 
come one of the most satis- 
factory months in the whole 
Peoria Life calendar. 


Why? Because Peoria Life 
managers are selected on the 
basis of qualities that com- 
mand the respect of their 
agency organizations. There 
is nothing of superiority, or 
indifference, in their relations 

ith their agents. They know 








principles and with scrupu- 
lous fairness, which is thor- 
oughly appreciated by life in- 
surance men. 

Further, Peoria Life man- 
agers are popular because 
they know the problems of 
the soliciting agent and how 
to help him effectively. They 
have that knowledge because 
they were themselves suc- 
cessful producing agents be- 
fore they were managers. 
The Peoria Life makes its 
promotions from the ranks 
of its own agents, which 
guarantees that its managers 
have a sympathetic and prac- 
tical understanding of the 
needs of the man in the field. 

Managers’ Month is an ex- 
pression of the good feeling 
and loyalty which character- 
izes the Peoria Life Agency 
Force. 
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INTERESTED IN RECENT 
OPINION IN WISCONSIN 


Commissioner's Disapproval of 
Group Features No Cause 


of Worry 


CLAIMS DISCRIMINATION 





Looks Upon Rating, Examining’ and 
Dividend Phases as Unfair 
to Others 


NEW YORK, Oct. 6—Group insur- 
ance executives of the large life com- 
panies here that write that class of busi- 
ness view with much interest but no 
great alarm the opinion handed down 
last week on the group plan of life un- 
derwriting by Commissioner Olaf H. 
Johnson of Wisconsin. He was asked 
to give his opinion of the legality of the 
following case: 


Question Is Raised 


A manufacturing concern in Wisconsin 
with a number of active officers and a 
reasonably large office force and a large 
number of persons employed at various 
tasks in manufacturing, shipping, etc., is 
solicited for life insurance on the group 
plan. The average age of the group is 
42 years. The officers are authorized to 
take at their option up to $10,000 each. 
The employes are limited to not more 
than $3, 000 each. A rate of $.78 per 
$1,000 of insurance per month is offered. 
The members of the group individually 
are to pay $.60 per month. The em- 
ploying corporation is to pay $.18 per 
month per $1,000 of insurance. No med- 
ical examination is required. It is fur- 
ther a part of the proposal that the 
insurance company agrees to return an- 
nually not less than 88 percent of the 
premiums paid. If the death losses in 
any year are less than 88 percent of the 
premiums paid, the difference between 
these two items is to be refunded as 
dividend. 

Opinion Is Rendered 


As no company was mentioned in the 
query and as no policy was presented, 
C ommissioner Johnson declared that his 
opinion was based wholly upon the state- 
ment of facts submitted, but added, 
“There is reasonable ground for the 
statement that the above case is not ex- 
ceptional. Similar proposals are being 
made to other Wisconsin groups.’ 

In reading the following opinions of 
the questions raised, it should be remem- 
bered that they are only opinions, repre- 
senting merely the viewpoint and the 
interpretations put upon the Wisconsin 
insurance laws by Commissioner John- 
son whose lease of office expires next 


year. His successor may have entirely 
different views about the matters in 
question. 


“An insurant in life insurance,” reads 
the opinion, “is a separate and distinct 
risk, and no premium rate can be given 
to an individual of a group that is not 
also given to any individual of like age 
under the same form of policy.” This 





STRENGTHENS COMPANY 


GOES WITH THE MODERN LIFE 





M. A. Nation, Former President Uni- 
versal Life, Becomes Vice-President 
of the St. Paul Company 





M. A. Nation, who was formerly con- 
nected with the International Life and 
later was president of the Universal Life 
of Dubuque, has become vice-president 
and general manager of the Modern Life 
of St. Paul. 

Mr. Nation will cooperate with Maj. 
Jason L. Lewis, secretary and treasurer, 
in the management of the company. Mr. 
Nation’s first life insurance experience 
was with the Commonwealth Life of 
Omaha, where he wrote a large business 





M. A. 


NATION 


and later became an executive. He was 
appointed assistant superintendent of 
agencies and later state manager for 
Kansas. He resigned Jan. 1, 1923, to be- 
come assistant to President J. R. Paisley 
of the Standard Life of St. Louis. When 
the Standard Life consolidated with the 
International he continued his old posi- 
tion. Then on May 7, 1925, he went 
with the Universal Life as president, 
remaining with it until it was reinsured. 
Major Lewis has been secretary and 
agency manager of the Modern Life 
since it was organized. He has had a 
fine experience. Before going into the 
life business he was a banker at Superior 
and later on the Minnesota iron range. 
For six years he was with the Minnesota 
insurance department as examiner. 








matter has been brought to the attention 
of the companies before by several state 
departments, and the companies have 
satisfactorily explained how no discrim- 
ination between individuals has been in- 
volved. In Canada, as one executive 
pointed out, the problem was solved 
when the Canadian insurance depart- 
ment allowed the companies to offer pol- 
icies at group premium rates to any in- 
dividual but also allowed the’ companies 
to pay no commissions on such business. 
As a result of this agents do not solicit 
such business, and as the companies 
naturally do not advertise policies at 
(CONTINUED ON PAGE 30) 





TO SUCCEED M’MURRAY 


WYSONG NEW COMMISSIONER 





Indiana Appointee Is Attorney with 
Considerable Experience in Insur- 
ance Matters 





INDIANAPOLIS, Oct. 6.—Clarence 

Wysong, an Indianapolis attorney 
with considerable experience in insur- 
ance matters, has been appointed to 
succeed Thomas S. McMurray, Jr., as 
Indiana insurance commissioner. Mr. 
Wysong has devoted much of his prac- 
tice to insurance law, has served as 
claim attorney for several companies 
and handled insurance legal matters in 
court. 

In addition to his insurance activities, 
Mr. Wysong holds the rank of lieu- 
tenant colonel on the administrative 
staff corps of the Indiana national 
guard, in the judge advocate’s depart- 
ment. He served in the legislature 
from Marion county in 1923, and is at 
present a member of the state armory 
board. He has been quite active in 
politics in Marion county. 


MeMurray Stays Until Nov. 1 


Mr. McMurray, the retiring commis- 
sioner, will remain in the office until 
Nov. 1 to assist his successor. He plans 
to enter the insurance field in Indian- 
apolis some time later. 

His final report, for the fiscal year 
ending Sept. 30, shows that $10,833.95 
has been returned to the state general 
fund as unexpended balance of the ap- 
propriation for his department. Re- 
ceipts for the year increased $98,324 
over the year before, and the net profit 
to the state from this department 
amounted to $1,691,286. 


Statement By New Commissioner 


To Tue Nationa UNberwriter Mr. 
Wysong stated that it is his purpose’ to 
represent all interests equitably and that 
he will fulfill his obligations to the pub- 
lic and insurance interests impartially. 

“I know this to be an office of grave re- 
sponsibility,” he said, “and I want the 
record of my administration to be clean 
and creditable.” He will retain the of- 
fice staff that Mr. McMurray has built 
up and which he regards as exception- 
ally efficient and capable. Mr. McMur- 
ray will accompany Mr. Wysong to the 
annual meeting of the National Conven- 
tion of Insurance Commissioners in Los 
Angeles next month and introduce him. 


Coulter Resigns as Deputy 


Stuart <A. Coulter, chief deputy 
through the administration of Mr. Mc- 
Murray and before, has advised Com- 
missioner Wysong that he wishes to re- 
tire to reenter the practice of law but 
he will continue in the office until his 
successor is appointed. Commissioner 
Wysong expressed regret that Mr Coul- 
ter did not feel he could continue as 
deputy. 

Mr. McMurray has opened an office 
at 738 Bankers Trust building, Indian- 
apolis, and will be busy until the first of 
the year with personal matters, though 
he plans to spend about a month in the 
west. Mrs. Preston, who has been his 
secretary in the insurance department, 
goes with him. 





PLANS FOR CONVENTION 
OF LIFE PRESIDENTS 





Association Will Celebrate 20th 
Anniversary in New York 
Dec. 9-10 


—— 


HUGHES TO GIVE ADDRESS 





“Making America Thrifty Through Co- 
operation” Is Adopted as Central 
Theme of Program 


NEW YORK, Oct. 7.—Charles A. 
Peabody, president of the Mutual Life 
of New York, has been selected as chair- 
man of the 20th anniversary convention 
of the Association of Life Insurance 
Presidents, which will be held at the 
Hotel Astor, New York, Dec. 9 and 10. 
Mr. Peabody is one of the founders of 
the association. President John D. 
Sage of the Union Central Life of Cin- 
cinnati will be vice-chairman, 

Charlies E. Hughes Speaker 


The opening session of the conven- 
tion will be addressed by Charles E. 
Hughes, former governor of New York, 
former justice of the United States Su- 
preme Court and former Secretary of 
State. Invitations are being mailed to 
the executives of all life insurance com- 
panies of the United States and Canada 
to take part in the association's cele- 
bration of its 20th anniversary. The 
insurance commissioners of the various 
states and provinces also are being 
asked to attend. 


Discuss Thrift and Cooperation 


“Making America Thrifty Through 
Cooperation” is the central theme about 
which most of the convention’s ad- 
dresses will be grouped. The sessions 
will consider ways and means for the 
broader utilization of thrift and coopera- 
tion in advancing social progress in 
America. Outlining the scope of the 
convention, Manager George T. Wight 
is sending a letter with the invitations, 
from which the following quotations are 
taken: 

Scope of Program 

“It is the plan of the convention not 
only to review the great debt which 
America today owes to these two valu- 
able factors, thrift and cooperation, in 
business success and social progress, but 
also to consider ways and means for 
their broader utilization in the years to 
come. In these discussions, thrift-—of 
course—will not mean penury and 
scanty living, but the promotion of vig- 


orous commercial and social growth 
through economical management. Co- 
operation will involve not only the, 


elimination of waste and needless dupli- 
cation of endeavor, but that mutual re- 
gard among men which will provide an 
expending basis for the meeting of their 
minds. 


Brings Material Prosperity 
“Good business management and team 
work, sound judgment and enterprise, 

(CONTINUED ON PAGE 82) 
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BARFOD IN NEW EDICT 


CALLS IN ALL CREDENTIALS 
Claims Former Commissioner Has In- 
cited Pennsylvania Advisory 
Boards to “Rebellion” 
































































































PHILADELPHIA, Oct. 6.— Insur- 
ance men of this state this week re- 
ceived another rude jolt from Commis- 
sioner Einar Barfod, recently appointed 
to succeed S. W. McCulloch, who was 
ousted by Govetnor Pinchot for political 
reasons. 

Some time ago Commissioner Barfod 
issued an “edict” that all insurance ad- 
visory boards in the state should be 
wiped out, insofar as their influence in 
training and securing new agents was 
concerned. Mr. Barfod says now that 
“certain insurance men” are defying 
this edict of his and he refers rather 
pointedly to former Commissioner T. B. 
Donaldson as being the leader in this 
so-called “rebellion” against his orders. 

The whole insurance field of Penn- 
sylvania is stirred to the depths by Com- 
missioner Barfod’s succession of rulings 
and orders, which prominent insurance 
men declare are injuring the insurance 
business and insurance agents irre- 
parably. 


Must Stop Examinations 


In this second order regarding the 
advisory boards, which were established 
by former Commissioner Donaldson, 
Commissioner Barfod demands in au- 
thoritative tone that these boards give up 
instanter further examinations of can- 
didates for the insurance business. 

There are in Pennsylvania about 800 
members of advisory boards, of whom 
fewer than 200 hold certificates from 
the insurance department, empowering 
them as special examiners to ascertain 
the qualifications of candidates for li- 
censes, The latest “order” follows: 


Raps Former Commissioner 


“It has come to my notice that a 
former insurance commissioner (referr- 
ing to Donaldson), who resigned four 
years ago, but who appears to be labor- 
ing under the impression that he still 
retains a lien on the office, has in- 
structed members of the various advis- 
ory boards that they were not dismissed 
from the insurance department by my 
notice of Sept. 7, 1926. 

“Members of certain advisory boards 
under these instructions from _ the 
former commissioner have persisted in 
flouting their old certificates of appoint- 
ment, and in carrying on their business 
letterheads as insurance agents the le- 
gend that they are ‘special deputy com- 
missioners,’ or ‘special examiners,’ for 
the insurance department of Pennsyl- 
vania. 

Calls In Credentials 


_ “For this reason I am obliged to in- 
form you with this notice of your dis- 
missal from any connection whatsoever 
with the insurance department of Penn- 
svivania, to return to this office imme- 
diately your credentials as a special 
deputy or as a special examiner for the 
insurance department, and forthwith to 
cease and desist from using in your 
business solicitations any presumption 
that you are connected with the state 
insurance department. 

“You will understand that the pres- 
ent commissioner does not assume to 
have authority to order voluntary or- 
ganizations to disband. As voluntary 
or private organizations, you are wel- 
come to advise or suggest on any ques- 
tion which you consider proper for the 
consideration of the insurance depart- 


ment. 
“Absolute Severance” Announced 
“The present commissioner insists 


only that you recognize your absolute 
severance from all connection with the 
department, and he is pleased to note 
that many members of the insurance 









advisory boards have already done so 


HONOR FOUR OFFICERS 


———— 


AMERICAN CENTRAL DRIVES 





Campaigns Staged by State Organiza- 
tions in Tribute to Different Of- 
ficials of Company 





Representatives of the American Cen- 
tral Life are spending the last four 
months of 1926 in a series of harvests, 
testimonials and jubilees in honor of 
various officers of the company. 

One Texas superintendency, under 
the direction of Rufus J. Wheeler, is 
now in the midst of a very unique 
“App-A-Week Harvest Festival” in 
honor of Agency Director Arthur F. 
Lungren. Before the contest formally 
opened , Sept. 1, an immense “10- 
gallon” Texas sombrero was received 
at the home office. The underside of 
the eight-inch hat brim was covered with 
small cards—each of which bore the 
name of a member of the Wheeler su- 
perintendency. The festival, which ex- 
tends through September, October and 
November, is on the basis of an appli- 
cation a week—each app sent in bearing 
a card signifying that it is apart of the 
“harvest.” As the cards come into the 
home office they are thrown into the 
hot which reposes in Mr, Lungren’s 
office. The slogan for the festival is 
“Fill the Hat With Apps.” 


“Tarheels” Honor Buttolph 


North Carolina representatives, under 
the leadership of Superintendent E. H. 
Jordan, deserve particular mention, be- 
cause September and October have been 
set aside in honor of Actuary Henry 
W. Buttolph. It is the object of the 
“Tarheel” representatives to submit an 
unusual volume of new business as a 
testimonial to Mr. Buttolph. As a rule, 
enterprises of this sort are undertaken 
for company president or active agency 
officers, so that it is indeed a tribute 
to the popularity and genius of the com- 
pany’s actuary that he is being so hon- 
ored. 

Not to be outdone, Superintendent 
Victor M. Shewbert of Alabama has 
inaugurated a “hunting” season for 
fieldmen in his territory (for the month 
of October) in recognition -of Vice- 
president Roy A. Hunt. Several. un- 
usual features are being incorporated 
in this aptly-named testimonial, and it 
has aroused wide-spread interest among 
the Alabamans. 


“Jubilee” for Byers 


Tennessee, under the guidance of Su- 
perintendent J. H. Klinger, has set aside 
the entire last quarter of 1926 as “R. T. 
Byers Jubilee” production during the 
months indicated to be dedicated to 
Vice-president Russell T. Byers. 

It is indeed exceptional for differen 
territories in a single large field organi- 
zation to devote simultaneous efforts to 
honor different members of a company’s 
official family, and it is undoubtedly a 
proof of the high regard entertained by 
American Central fieldmen for the com- 
pany’s executives. 








without question and have even given 
their approval to the abolition of the 
old system for licensing agents and 
brokers 

“Il regret that the presumptions of a 
former insurance commissioner and a 
small clique of men with selfish interests 
to serve have made this second notice of 
dismissal necessary, and trust that I 
may continue to enjoy the cooperation 
of those members of the old advisory 
boards who have not placed their own 
personal interests ahead of the interests 
of the state.” 





American Institute Meeting 


The American Institute of Actuarie: 
vill hold its annual meeting at tht 
Edgewater Beach in Chicago, Nov. 4-5. 





CHICAGO AGENTS MEET 


ALL-DAY CONFERENCE HELD 





Vice-President Sargent of the Mutual 
Life of New York Present for 
Sessions 





The ballroom of the Hotel La Salle 
in Chicago was filled with the Chicago 
agents of the Mutual Life of New York 
on Tuesday of this week, when they 
gathered for an all day conference and 
banquet. Vice-President George 
Sargent was present from the home of- 
fice, opening the program and being the 
chief speaker at the banquet in the 
evening. 


Five Managers Preside 


The convention was presided over by 
the Chicago managers, with W. G. War- 
ren, manager of the Clearing House, as 
chairman. All four agency managers 
were present: C. L. Coyner, manager of 
the downstate agency; R. E. Spaulding, 
Samuel Heifetz and H. C. Hintzpeter, 
managers of the three city agencies in 
Chicago. Mr. Sargent brought congra- 
tulations from the home office to the 
Chicago agencies and urged a greater 
effort during the balance of the year to 
bring the business up to the goal es- 
tablished by the company. The Chicago 
office has paid for $32,000,000 in the first 
nine months of the year, but its goal 
for 1926 is $50,000,000. Nathan H. 
Weiss of the Hintzpeter agency opened 
the series ofesales talks with an inspira- 
tional talk. ong’The Human Factor in 
Life Insueanée.” 

“Ga¥e Sales Talk 


W. F. Dineen ofthe Heifetz agency 
then gave-a graphic ‘picture of the ap- 
proach and presentation. Mr. Dineen 
said that 75 percent of the sale is in 
the approach and thus this phase of the 
work cannot be overestimated. He said 
that knowledge and service combined 
the proper way. creates sincere curiosity 
in the prospect, the essential to the 
valuable approach. Mr. Dineen out- 
lined an ‘actual presentation which even 
sold his fellow agents on the proposition 
he had in mind. Francis M. Darr of 
the Spaulding agency told of the need 
of selling life insurance as life insur- 
ance, rather than as the company. He 
pointed out that in Chicago over $1,000,- 
000 in rotten securities were sold during 
August alone, indicating that the public 
does not hold in regard the matter of 
company in making its purchases. The 
relationship of all interests in life insur- 
ance was summed up by William A. 
Fay, also of the Spaulding agency. Mr. 
Fay told of the inter-relationship of the 
home office men, the managers and those 
in the field. He made a particular case. 
however, for the field men and especially 
for the small producer. Mr. Fay pointed 
out that the small producer is a man 
who needs the greatest help and thus 
the home office and manager should 
combine in giving him every possible as- 
sistance, as he is out not only the most 
troubled, but is the essential big pro- 
ducer. C. H. Bente of the Coyr’er down- 
state agency made the closing address of 
the morning with his story of the “Gos- 
pel of Life Insurance.” Mr. Bente told 
of the good that life insurance does, 
pointing to this as the reason why life 
underwriters are life underwriters. 


Judge Horner Spoke 


At the noon luncheon Judge Henry 
Horner, probate judge of Cook county, 
was the speaker, being introduced by 
Samuel Heifetz, Chicago manager. 
Judge Horner told the probate judge’s 
view of life insurance, citing his expe- 
riences on the bench pointing to the 
very evident value of life insurance as 
he sees it. At the afternoon session, 
C. H. Wasson, statistician of the Chi- 
cago office, told of the mathematical 
side of life insurance, giving blackboard 
illustrations and showing how to use 
life insurance literature. C. A. Stone 





of the Hintzpeter agency next told of 


INSURANCE IS ASSET 


RULING ON BUSINESS POLICY 
Board of Tax Appeals Holds Proceeds 
Should Be Included in Corpora- 
tion’s Property 








WASHINGTON, D. C., Oct. 6—The 
board of tax appeals has ruled that pro- 
ceeds under business insurance policies 
are to be included in the assets of a 
corporation, the stock of which is being 
valued for an estate tax. The opinion 
was given in an appeal by the estate of 
W. A. Blair of Atchison, Kan. At the 
time of his death Mr. Blair owned 540 
shares of the total of 2,741 shares of the 
Blair Elevator Company. Life insur- 
ance to the sum of $120,000 in favor of 
the corporation was carried on,his life. 
The commissioner counted this as 60 
percent of the total of the corporation's 
assets in determining a value of $75 a 
share for the stock, and the board held 
this figure justifiable although admitting 
that the effect of such a policy upon the 
value of the stock would vary according 
to the terms of the policy. 








life insurance as he has_ viewed it 
through 34 years of work. Judge A. G. 
Larson of the Coyner downstate agency 
next told why he is writing life insur- 
ance. John R. Hastie of the Heifetz 
agency, a newcomer in the ranks, 
summed up the opportunities of life 
insurance as viewed by a newcomer. 
Some of the obstacles which hinder the 
progress of the average life insurance 
agent were next reviewed by Frank A. 
Martin of the Hintzpeter agency. I. B. 
Jacobs of the Spaulding agency next 
gave an explanation of business insur- 
ance and some of the problems en- 
countered in that branch of the work. 
The afternoon session was closed with 
an open discussion, the treating of 
problems of new agents and old agents 
and considering suggestions on how to 
handle various types of prospects. 


Banquet in Evening 


Vice-President Sargent presided over 
the closing session and answered dis- 
cussions. In the evening the banquet 
was presided over by Vice-President 
Sargent as toastmaster and talks were 
given by each of the managers. Mr. 
Coyner told of the possibilities of the 
life insurance business. Mr. Spaulding, 
who is both an agency man and a home 
office man, told of the Mutual Life and 
its many relationships. Mr. Heifetz 

ave a sales talk on “The Endless Chain 

ystem” and Mr. Hintzpeter told his 
experience in using straightforward 
methods in getting interviews. Dr. W. 
W. Quinlan, medical referee in Chicago, 
told of the work of his department and 
gave some suggestions for the agents in 
improving their relationship in_ this 
phase of the business. Mr. Warren told 
of the work of the Clearing House in 
Chicago and the entire program was 
closed by an address by Vice-President 
Sargent. 


Honor Shepard in October 


As a tribute to the leadership of Vice- 
President and Manager of Agencies 
Walter T. Shepard, the field men of the 
Lincoln National Life will: devote Octo- 
ber, his birth month, to rolling up 4 
record-breaking volume of production. 
The campaign is expected to bring out 
the keenest rivalry between agency Or- 
ganizations as well as individuals who 
in “Shepardizing October” will compete 
for prizes offered ‘by the Lincoln 
National. 7 

A leather portfolio with the owners 
name in gold inscribed upon it will be- 
come the property of the agent who 
writes and pays for the largest volume 
of October business this year. Each 
agent in the winning agency who writes 
and pavs for as much as $5,000 of busi- 
ness will receive a Blackstone combina- 
tion leather file and billfold with his 
name engraved on it. 
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OFFICE MANAGEMENT 
ASSOCIATION MEETS 


Discuss Problems of Efficiency 
and Economy in 
Operation 





ELECT BRUERE PRESIDENT 





Methods of Eliminating Waste of Time 
and Money Are Considered 
by Members 





OFFICERS ELECTED 


President—Henry Bruere, third vice- 


president, Metropolitan Life. 


Vice-President—E. E. Reid, manager 
of the London Life of Ontario, 
Secretary—F. L. Rowland, manager, 


l and pl i department, Lin- 


per 
coln National Life. 

Treasurer—R. F. Tull, secretary of the 
Fidelity Mutual. 

Members of the Board—J. C. Hatfield, 
assistant auditor of the Union Central 
Life, and Harry E. Moore, junior vice- 
president, Pacific Mutual Life. 

At the annual meeting of the Life 
Office Management Association in Chi- 
cago last week, Dr. Henry Wireman 
Cook stated that the organization has 
120 members and there were 95 com- 
panies represented at the meeting. In 
his address he referred feelingly to the 
death of Percy C. H. Papps of the Mu- 
tual Benefit Life, one of the founders 
of the organization and a _ director. 
J. G. Parker of the Imperial Life of 
Canada, who was associated with Mr 
Papps in Canadian offices, spoke in 
tribute to him. 


Discuss Office Machinery 





One of the interesting discussions con- 
cerned the use of office machinery for 
the handling of clerical routine. W. B. 
Barber, Jr., associate actuary, Connecti- 
cut Mutual Life, who acted as chairman 
for this discussion, told of the ad- 
vantages of the photographic process in 
reproducing the annual statement. He 
said that in 1921 the printed statement 
for the various insurance departments 
cost approximately $22 a page, but that 
now, by means of the photographic pro- 
cess, the cost is about $9.50, not includ- 
ing the time required for preparation 
of the copy. His company has also 
used the photographic process for put- 
ting out rate books on short order. the 
copy being prepared and _ typewritten 
and reduced by photography to the rate 
book sheet size. He said that issuing 
a rate book in this manner costs about 
one-third the expense of typesetting and 
Printing. There is some loss of legi- 
bility, but this is inconsiderable if a 
very good grade of paper is used. 


Accepted by State Departments 


S. C. Kattell, actuary of the Lincoln 
National Life, said that some of the 
state insurance departments are very 
particular about the statements, requir- 
ing strict adherence to the convention 
forms, inasmuch as they compile tables 
from the various items and hence can- 
not permit variation in the forms. 
Among these are Connecticut and Ohio, 
but he said that most of the states ac- 
cept the photographic reproduction, pro- 
vided it is of uniform size and form. 
The reproduced statement must be iden- 
tical with the blank. The photographic 
Process saves much time as well as 
money in the preparation of the state- 
ments, 


Use Tabulating Machinery 


M. D. Johnson, chief accountant of 
the Lincoln National, told of his com- 
Pany's use of punched cards and tabu- 
lating machinery for handling all gen- 
eral accounting work. He discussed the 


COMPLETE LIQUIDATION 


NIAGARA LIFE CASE CLOSED 





New York Department with Help of 
Metropolitan Life Sets Record 
for Economy 





NEW YORK, Oct. 6.—Superintend- 
ent James A. Beha has completed his 
final report on the liquidation of the 
Niagara Life of Buffalo. The proceed- 
ings commenced in 1923, when it was 
discovered that stock control of the com- 
pany had passed from stockholders in 
Buffalo to Joseph B. Marcino and his 
relatives in Chicago, and that shortly 
after the change of control, 100,000 of 
the funds of the company were deposited 
in a small bank in Philadelphia, also 
controlled by Marcino and his family, 
and that he had in turn borrowed from 
the bank on forged and fictitious notes. 
The Niagara Life had some $10,000,000 


insurance in force on 6,000 policy- 
holders. 

Metropolitan Life to Rescue 
When he learned that the _ in- 


surance department was checking up on 
the deal, Marcino stole bonds from a 
small bank in Massachusetts and placed 
part of them in the assets of the Niagara 
Life. Department examiners discovered 
this and the superintendent was author- 
ized by the supreme court in Buffalo to 
take possession of the company and re- 
insure the business. According to the 
report every policy-holder that could be 
located has been transferred to the 
Metropolitan Life and the general cred- 
itors have received 100 cents on the 
dollar.” When informed by officials of 
the department that the interests of the 
policyholders of the Niagara Life could 
not be preserved except by reinsurance, 
the Metropolitan Life finally consented 
to assume for the Niagara policyholders 
a deficit in their reserves of $200,000. 
The result was that every Niagara 
policyholder that could be found ac- 
cepted the reinsurance. 

The liquidation was conducted by 
Clarence C. Fowler, special deputy 
superintendent at a cost of less than 2 
percent, which establishes a record for 
economical administration of a delin- 
quent insurance company. Out of 6,751 
claims presented to the liquidator there 
were only seven trials, and of these 
seven the liquidator won five and lost 
two. 

Joseph B. Marcino was convicted by 
a federal court in Massachusetts and 
sent to Atlanta, where he served a term 
of imprisonment. The $200,000 bor- 
rowed by him from his own bank on 
forged notes was recovered before he 
had a chance to dispose of it. 





END REGIONAL RALLIES 


CLUB OFFICERS ARE NAMED 





Series of Conventions Concluded by 
National Life, U. S. A.—Baran 
Is Leading Producer 





The middle west agency convention 
of the National Life, U. S. A., held at 
Minneapolis last week, brought to a 
close the series of regional conventions 
which the company has held for its 
leading producers and members of the 
$100,000 Club the past month. The 
first convention was held at Colorado 
Springs the first week in September, 
this being for the mountain and west- 
ern states. The eastern and southern 
agencies had their convention at Ashe- 
ville, N. C., Sept. 20-21. Last week the 
agents of Michigan, Indiana, Illinois, 
Wisconsin, Minnesota, Iowa, Nebraska, 
North and South Dakota gathered at 
Minneapolis for a two day convention. 


Home Office Men Present 


A large delegation of home office offi- 
cials was present at each of the regional 
meetings, the party including President 
‘Robert D. Lay, Vice-President Walter 
E. Webb, Vice-President and Medical 
Director Walter A. Jaquith, Supervisor 
of Agencies R. E. Irish, Assistant Secre- 
tary John C. B. Parker, Assistant Secre- 
tary Kenneth Mullins, George Holdhu- 
sen and J. C. Crosby. This large group 
of home office men brought the men in 
the field in close contact with the home 
office organization and by the various 
addresses cleared many of the vague 
ideas about home office problems which 
may have been held by the agents. 


Baran Is President 


The officers of the $100,000 Club, 
elected according to their production 
were: George J. S. Baran, Tampa, Fila., 
president; Alfred MacArthur, Chicago, 
first vice-president; A. D. Hemphill, 
Kansas City, second vice-president; 
D. Marrs, Kansas City, third vice-presi- 
dent; A. G. Camp, Oklahoma City, 
fourth vice-president. 

At last week’s meeting at Minneapo- 
lis the meeting was in charge of Free- 
man J. Wood, resident manager. Sales 
talks and demonstrations were given by 
Allan Saerber of Iowa, William Elden 
of Duluth, W. T. McClintick of Peoria, 
C. G. Bliss of Detroit, Dalton McDonald 
of North Dakota and Alfred MacArthur 
of Chicago. There was also an inspira- 
tional address by Dr. Roy L. Smith, 
author of “Sentence Sermons,” publicist 
and orator. John Burgess, vice-presi- 
dent of the Metropolitan National Bank 
of Minneapolis, also spoke on the finan- 
cial aspect of the business. 








form of cards used, emphasizing the 
necessity for exercising great care in 
laying out the cards to secure the maxi- 
mum of efficiency and convenience 
Dennis N. Warters, assistant actuary of 
the Bankers Life of Iowa, said that his 
compatiy uses the Hollerith system and 
tries to handle as much of the account- 
ing work by means of punched cards as 
possible. 

J. R. Sykes, comptroller of the Fidel- 
ity Mutual, said that his company had 
been using addressograph equipment for 
the past 13 years in issuing premium 
notices, and has found the system very 
satisfactory. He said that the company 
plans to install more modern equipment 
and to increase the scope of the work 


Need Expert Operations 


During the discussion it was brought 
out that more attention should be paid 
to the adaptation of the machine to the 
work at hand. Frequently an expensive 
machine does not pay for itself because 
there is not enough work to keep it 
busy or because the work is of such a 
type that the machine cannot handle 
it with maximum efficiency. It was also 





securing skilled operators for the ma- 
chines. It is a too common practice t« 
allow inexperienced operators to run in- 
tricate office machines, with the result 
that the machinery is blamed for inac- 
curacy and inefficiency. Expert opera- 
tors for the various machines must be 
secured or trained. 


Stenographic Department Economical 


H. C. Pennicke, manager of planning 
and personnel of the American Central 
Life, was chairman for a discussion on 
the organization, operation and control 
of a central $tenographic and typing de- 
partment. The use of dictating ma- 
chines is essential to the organization 
of such a department. He said that 
stenographers have been opposed to the 
use of dictating machines, inasmuch as, 
especially with the development of a 
central stenographic department, the 
machines do away with the personal 
contact and the greater freedom of do- 
ing the work of only one or two dic- 
tators. The work becomes monotonous 
and somewhat of a grind, and unfortu- 
nately in some cities the dictaphone 
operator has been rather poorly paid. 





wrxed that more attention be given to (CONTINUED ON PAGE 30) 
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SEES GREAT WASTE 
IN OFFICE ROUTINE 





W. H. Leffingwell Declares That 
Clerical Force Is Only 50 Per- 
cent in Efficiency 


SOME REMEDY IS NEEDED 


Declares That at Least 50 Percent of 
the Loss Is Reclaimable if 
Properly Studied 





W. H. Leffingwell of New York 
City, president of the Leffingwell-Ream 
Company, in a talk before the Life 
Office Management Association in Chi- 
cago last week called attention to the 
great waste that his service has found 
in a survey of office conditions. For in- 
stance, he states there are now approx- 
imately 3,000,000 clerks in this country, 
probably receiving an average wage oi 
$4 a day, which means a daily wage bill 
of $12,000,000. From the examination 
that his firm has made he had no hesi- 
tancy in saying that the average office 
is not 50 percent efficient. He did not 
say that all this loss is definitely recov- 
erable. He does think, however, that if 
modern management methods are ap- 
plied to the office and yield the same 
results that they have yielded in the 
factory, comparing the factory of today 
with that of 20 years ago it is easily 
possible that half of this loss can be 
reclaimed. 

Factors Are Rated 


For instance, in rating the different 
factors of office management he finds 
that the clerical output makes the worst 
showing, it being 48.5 percent efficient. 
The other factors rate as follows: Per- 
sonnel, 53.8; stock keeping, 63.2; ar- 
rangement, 65.15; turnover, 67.5; organ- 
ization, 70.9; routine and methods, 76; 
control of output, 76.3; salary standards, 
77.8; correspondence, 79.3; filing, 80.6; 
forms, 80.7; equipment, 82.5; inter com- 
munication, 83; office machinery, 96. 

Mr. Leffingwell said that in 1880 there 
were 172,000 clerks in the United States. 
Now one in every 10 people is a clerk. 
He said that the great development in 
the handling of business had brought 
into the clerical workshop an immense 
army of employes. The division of la- 
bor, with the cooperation in production, 
has had its greatest development in the 
last 50 years. It has brought about a 
greatly increased productivity. 

Loss of Time Recorded 


Mr. Leffingwell advised office man- 
agers to trace an order from the time 
it is received through its various sta- 
tions and find out how many minutes it 
takes to complete all the records before 
it is filed away. He said that it would 
be surprising to ascertain how much 
time is lost. The average number oi 
minutes per order, he finds, runs from 
150 to 200. The lowest found was 30 
minutes. He stated that if efficiency 
were required this time could be cut 
down immensely. 

Some department executives, he said, 
who have been promoted in the ranks 
are merely clerical hangovers because 
they are still doing clerical jobs. He 
said they make a noise like an executive 
and that’s about all. They do little con- 
structive thinking. 


Sports Well Managed 


Mr. Leffingwell said that the highest 
form of management is found in sports. 
This is exemplified especially in base 
ball teams, the management of circuses 
and theatrical enterprises. They are 
great examples of effective organiza- 
tions. Efficiency and cooperation are 





found to a high extent in surgery. He 
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said that the factory is from 20 to 30 
years ahead of the office in point of 
nized efficiency. 

r. Leffingwell said that at least 10 
percent of the material in office files is 
useless. Too many offices insist on hav- 
ing stuff filed, which under no condition 
would ever be needed. He stated that 
one of the defects in most offices was a 
lack of clearly defined authority. He 
tests this out by havin 
heads or superiors give 
clerks that are under their control. 
then goes to the clerks and asks them 
who are their bosses. 
conflict in these lists. 


Early Training of Clerks 


Mr. Leffingwell believes that too little 
attention is given to the early training 
of a new clerk. He figures that it costs 
et a clerk in any kind of shape. 
e said, should be more care- 
fully trained when they start. 
average clerical turnover in most offices 
is from 30 to 50 percent. 
this should be reduced to 10 percent. 
He expressed the opinion that there is 
a_ general lack of knowledge among 
office managers. as to how much a clerk 


He often finds a 


Office Managers and Profits 


Leffingwell said that in most 
business enterprises the larger salaries 
were made by the production men on 
the theory that the profits came entirely 
through sales. He said that regardless 
of some big sales the profits were lost 
through bad office management. He de: 
clared that the sales may not be the 
only source of profit. The office man- 
ager may be able to reduce expense, 
bring about more efficiency and largely 
increase the profits. 
there should be at least 10 percent profit 
on sales in every business. The office 
manager may have as much to do with 
the making of profit as the production 


He thinks that 


Mr. Leffingwell stated that he feared 


brought up to the efficiency of produc- 

tion management, it will not be many 

years before the margin of profit will be 

narrowed to the vanishing point. 
Speaking further he said: 


No Attempt to Manage People 


“The office today is in practically the 
same economic condition that the fac- 
tory was in the nineties. There is great 
attention given to processes and ma- 
chinery—the more automatic the better 
—and there is a constant effort to get 
cheaper and cheaper workers, but there 
is practically no attempt to manage 


“Management is the art of handling 
men, materials and machinery for the 
purpose of producing certain desired re- 
It is an art that has, in some 
branches of business, been raised to a 
degree of effectiveness, 
some notable examples to what may 
definitely and without fear of contradic- 
tion be proclaimed as scientific. 


Need for Measurement 


“The art of management has as yet 
barely touched the office, and in this 
field a science of management is wholly 
For years I have realized that 
there is a vital need for measurement of 
work done in the office. Few office man- 
agers have even the slightest idea of 
what constitutes a da 
part of a clerk. In t 
office is a law unto itself; comparison 
is difficult and therefore there is no 
There is no measuring 


s work on the 
$ matter every 


Offices Ignore Scientific Methods 


“Yet without measurement there can 
be no comparison, no record of im- 
provement. Without measurement, sci- 
ence cannot exist. No matter how many 
examples industry offers us of improve- 
ments through scientific methods of 
management, the office ignores them as 
inapplicable, and will continue to ignore 
them while there is no definite method 
for measuring its work. 

“This neglect of measurement has its 
natural effect on the employes. It is a 








matter of common knowledge that the 
average clerk of today is not the equal 
of the average clerk of a few years ago 
in intelligence, training, and ability to 
perform a large quantity of work. We 
are diluting the original fund of good 
clerks by rearing a horde of parasites 
whose ideal is to avoid work, and who 
regard it as cruelty that they should be 
asked to work. They assume, and act 
upon the belief, that they are different 
from other workers, and are therefore 
privileged to ‘loaf.’ 


Clerks Not at Fault 


“This is apparently a severe stricture; 
but note that I state deliberately that 
‘we’ are rearing this parasitical host, 
and by ‘we’ I mean those to whom the 
management of clerical work is en- 
trusted. The clerk is not at fault. His 
or her natural ability is as great as ever. 
‘We’ have made him what he is. ‘We’ 
are the culprits, not the clerks them- 
selves, whom we have fashioned. 


Illustration Is Given 


“An office manager friend of mine 
told me recently that he had transferred 
a clerk from one position to another. A 
few days later this clerk came to him 
and asked to be transferred back. 

“*Why do you wish to be transferred?’ 
asked the manager. ‘Is the work too 
hard for you? Don’t you like the man 
you work for? 

“Oh, no,’ replied the girl. ‘The man 
I work for is very nice and the work is 
not hard. But on the other job I used 
to have a couple of hours a day to my- 
self, and down there I have to work 
all day.’ 


Standardization of Conditions 


“For many years our organization has 
been measuring the output on individual 
operations, and we have accumulated a 
large number of standard times. In their 
collection we have invariably found that 
ability to perform work at a high stand- 
ard of output depends upon many fac- 
tors outside the actual operation itself. 
In other words, the best results are ob- 
tained only where there is a standardiza- 
tion of the physical conditions—the sur- 
roundings, the work place, the equip- 
ment and machinery—and where the 
work flows regularly and a_ certain 
standard method is followed; that is to 
say, when the management is of a high 
grade. It is folly to expect the best re- 
sults from workers unless the conditions 
under which their work is performed 
are right. This line of reasoning led me 
to the inescapable conclusion that a 
measurement of the office management 
of an organization is, after all, the vital 
thing.” 





Ashton Elected Treasurer 


Leonard C. Ashton, assistant treas- 
urer and secretary of the Provident Mu- 
tual Life, was elected treasurer of the 
company at the last meeting of the 
board. He will continue as secretary 
also. Mr. Ashton was a member of the 
bar when he entered the service of the 
insurance record department of the com- 
pany in 1913. In 1917 he became an as- 
sistant to the secretary and in 1918 was 
named secretary to succeed C. Walter 
Borton. Four years later he was ap- 
pointed assistant treasurer as well. 


Get Writs of Certiorari 


The Missouri Supreme Court en banc 
on Sept. 29, issued writs of certiorari 
on applications filed by three insurance 
companies with home offices in St. 
Louis, for a review of the actions of 
City Assessor Gehner and the St. Louis 
board of equalization in refusing to per- 
mit the companies to deduct their legal 
reserves from their personal property 
tax returns. The writs are returnable 
in 30 days. The companies were the 
Missouri Insurance Company, American 
National and Central States Life. The 
petitions filed by these companies in- 
volve a test of the constitutionality of 
the law authorizing the companies to 
deduct their legal reserves from tax re- 
turns. 





MAKES AN APPEAL FOR | 
\NTELLECTUAL GROWTH 


Is Essential to Development of 
Personality, the Basic 
Sales Factor 


SHOWS THREE-FOLD BASIS 


Knowledge, Adequate Language and 
Love of Labor Cited by H. C. 
Spillman in Address 


WHITE SULPHUR SPRINGS, 
Oct. 6—An appeal for all in the busi- 
ness to make a search for greater intel- 
lectual knowledge, to develop the basic 
sales factor, personality, was made by 
Harry C. Spillman, educational director 
of the Remington Typewriter Company, 
speaking before the annual meeting of 
the International Association of Cas- 
ualty & Surety Underwriters, now in 
session here. Mr. Spillman said in 


part: 
Personality Not Defined 


“What is personality? The answer is 
not an easy one; in fact, personality 
cannot be adequately defined. As Edi- 
son cannot answer the question, ‘What 
is electricity? or any scientist the ques- 
tion, ‘What is gravity?’ so I cannot 
answer the question, ‘What is person- 
ality? Electricity, gravity and person- 
ality are known and recognized only 
by their manifestations. And I am not 
concerned tonight with the psycholo- 
gist’s phase or views on this subject. 
Mr. Edison need not worry about what 
electricity is, so long as he knows what 
it will do—how he may control and 
develop it. So my inability to fathom 
personality need not hinder me from de- 
veloping and refining, if I may, this 
wonder-working element in my equip- 
ment. 

Is Essential Factor 


“Our average earning power is low 
because of three stupidities that estop 
the positive development of personality. 
The first is the failure to think right. 
No aspect of personality can be more 
basic than the mental. According to 
Rand-McNally, the great American 
desert is out somewhere west of the 
Rocky mountains; according to Knox, 
it is under the hat of the average man. 
Knox is right. Gray matter is the geo- 
graphy of the undiscovered country. 
What we need in America more than 
anything else for the development of 
personality is more source-mindedness 
on the part of the people in general. 


Are Now Intellectually Lazy 


“We are intellectually lazy. If I may 
ask you how many opinions you have 
that absolutely belong to you, you 
would be puzzled to answer, because 
you have probably inherited your re- 
ligion; you have probably inherited your 
politics; you have probably inherited a 
great many of the most common ideas 
that pass through your mind. You have 
never stopped to question a single one 
and get a fair answer out of the cogita- 
tions of your own mind. If you are 
going to increase the cash value of your 
personality, you must look to your 
habits of thinking. 


Should Develop Vocabulary 


“Again, there is the failure to talk 
right. How much of your personality 
is on the end of your tongue? I heard 
an interesting discussion the other day. 

man wanted to know whether the 
eyes, or the nose, or the hair, or the 
mouth, or the hand—what particular 
physical asset counted most in dis- 
tinguishing us from the anthropoid. It 
is not your eyes, not your hair, not 
your hand. It is your language. Your 








language tonight is the most highly 
personifying characteristic in your whole 
life. It is the one thing that is supreme 
in us all. We are speaking animals. 
“The telephone is a wonderful thing; 
the typewriter is a wonderful thing; 
the radio and the telegraph are mar- 
velous inventions; but after all, the 
average man must do 99 percent of his 
communicating, face to face, with the 
King’s English. This is the universal 
medium of expression, and there is no 
man or woman in my audience tonight 
so poor as the language pauper and no 
one so rich as he who has laid hold 
of the opulence of the English language, 


Is Universal Weakness 


“Here is the costly and almost uni- 
versal weakness in the salesman and 
clerk—the lack of language to express 
the richness and fulness of merchan- 
dise. And there is no excuse for it. 
Maybe God did not give you a pretty 
face, a pretty figure; maybe He did not 
give you a college education; but there 
is no excuse under the sun for not 
having an effective language. You can- 
not buy language; you cannot bor- 
row it; you cannot steal it. The 
only way to have language is to take 
it for nothing; yet we do not take it. 
We go on day after day, week after 
week, and year after year as language 
paupers. So I ask you tonight about 
your language power. How _ many 
words are there in your vocabulary? 
Shakespeare is supposed to have used 
17,000 words. The average woman has 
only 800 words in her vocabulary. That 
is a mighty small stock, but she has a 
wonderful turnover. When you find 
men and women with a small stock of 
language, that is all they can do—turn 
it over—and whenever the human 
tongue is going at the rate of about 
1,200 revolutions a minute, it is safe 
to say that the mind is in neutral. 


Reading Is Answer 


“You ask for the remedy, and I’m 
willing to prescribe it. You are tonight 
the same person you were the hour you 
were born plus two great influences 
that have come into your life—the peo- 
ple you have met and the books you 
have read. What do you read? You 
say the newspaper. Fine! But after 
reading the newspaper for news, why 
not read Macaulay for, clearness, Scott 
for action, and Epictetus and Ralph 
Waldo Emerson for wisdom? And for 
knowledge of human nature and a re- 
cipe on how to live, why not give much 
time to the paragon book of all books 
and the university of Abraham Lincoln 
—the Bible? In addition to being the 
world’s prize book of inspiration and 
language power, it is the record of the 
greatest salesmen who ever lived. 

“Failure to think right! Failure to 
talk right! And the most costly stupid- 
ity of all—the failure to act right! _ 

“In the laudable enterprise of in- 
creasing the cash value of your person- 
ality, knowledge is not enough; neither 
are knowledge and language enough. 
Knowledge plus language plus love of 
labor—this is the winning combination. 
Here is the recipe that will enable you 
to earn a living and, which is more, en- 
able you to live the living after you 
have earned it.” 


May Change Convention Plans 


The hurricane that ripped through 
Miami may upset plans for the Bankers 
Life of Iowa to hold the 1927 meeting 
of the Gold Medal Club there in Janu- 
ary. Executives say reports from 
Miami as to the extent of the damage 
are so conflicting that O. B. Jackman, 
assistant director of agencies, departed 
for that city Sunday night to decide 
whether it would be advisable to hold 
the annual get-together of the com- 
pany’s star salesmen there or transfer it 
to another location. 


On Agency Tour 


E. J. Cotter, assistant secretary of the 
Peoples Life of Chicago, is on an agency 
tour of the Illinois and Missouri field 
this week. 2 
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ll, the 
: of his 
ith the 
liversal 
e is no 
tonight 
and no 
d hold 
guage, 
st uni- 
ei = The first great problem with which the human race forever struggles is how to live as long as possible. 
? s : . ‘ r 
erchan- To live at all humanity must fight disease, from birth. 
od Fae The advance made into the terrain of this common enemy in recent years, chiefly through discov- 
did not eries in pure science, makes a story more thrilling than Stanley’s journey across the Dark Conti- 
t there nent, more romantic than Amundsen’s flight over the Top of the World. 
= Pane Whatever science is now saving through a better longevity has hitherto been waste, but a waste man- 
t bor- hind in the mass could not control; it could however and, in a limited way, now does, avoid utter 
— waste through co-operation. 
che te Outside of disease there are other enemies to be overcome. 
after Amongst these enemies are: 
guage 
about Ignorance; 
a War; re 
ulary ? Bad Sociological programs; 
used Lack of a sense of individual res bility; 
me Lock & enpreciation of the value of human je, the only real value in the world. 
hat 
ms 7 ALL THESE ARE CONTROLLABLE ENEMIES 
ck of The battle of science against disease helps; it lengthens life, but does not solve the problem. 
ec The battle against the controllable enemies is the great current, always present battle. 
ibout Ignorance and war with resultant maladjustments, are man’s arch enemies, the great causes of 
safe 
waste. 
) Human life, the only real value, is now constantly snuffed out by its controllable enemies, leaving 
r liabilities and not assets. Intelligent co-operation can prevent that. 
ight Every life is an asset to everybody if it is not wasted. 
you War with its hideous waste seems as yet uncontrollable. But in the long run ignorance is a dead- 
aie lier foe than war. 
you Premature death from disease, which happens in spite of all scientific knowledge, is without a 
a specific plan to meet it, sheer waste. 
tte . . 
a a Premature death from war not only destroys values and disrupts life plans but leaves debts for 
cott other people to pay; even that monstrous waste can be adjusted, through co-operation, so as to be 
_ really less burdensome. 
re- Premature death from any cause usually means helpless wives and mothers, children either half 
ach educated or educated in crime, all at the expense of society. 
= The value of a life can be in part replaced by tash through co-operation ; that helps the taxpayer, 
the liquidates liabilities and gives children a chance. 
nd While humanity is struggling to eliminate disease, to eliminate the rivalries of nations, rivalries in busi- | 
he ness, the blunders of ignorance, rivalries in the churches, and the cruelties of the strong; lifting the burdens 
imposed on society by the lazy and the incapable, Life itself (individuals, men, women, children) must, in 
to order to preserve its great but fugitive value, organize intelligently; it must express itself in current values, 
d- must through co-operation translate itself into bonds, mortgages, real estate and cash. That sounds mate- 
rialistic; but there is no other even partial equivalent for the intangible personality which, living, is of im- 
nll measurable value and eliminated without a program which in part replaces it, becomes worth Jess than nothing. 
~ How to do all that as against both kinds of waste, the controllable and the uncontrollable? 
h Did you say Life Insurance? 
of Of course you did. 
R. LIFE INSURANCE IS A MILITANT, AN ORGANIZED CRYING OUT TO HUMANITY TO 
- STOP WASTE. 
‘ IT HAS AS YET CAUGHT UP OUT OF THE NIAGARA OF WASTE ONLY A FEW BILLION 
DOLLARS OF THE INEXPRESSIBLE BILLIONS THAT HAVE FOR AGES RUSHED INTO THE 
OCEAN OF WASTED VALUES. 

Life Insurance is the first business in the world, first in its moral appeal, first in its scientific processes, 
first in its fight against life’s enemies, first in its correction of maladjustments, first in eliminating waste, al- 
' most first now in its accumulations. 

, Ask at one of our Branch Offices about this Company. Learn how you can eliminate waste, how you can 
serve yourself and your neighbor as well. 
NEW YORK LIFE INSURANCE COMPANY 
Darwin P. Kincstey, President. 
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HOLD ANNUAL MEETING 
OF AGENTS IN CHICAGO 


Continental Assurance Stages Con- 
vention of its $120,000 
Club 


FINE PROGRESS IS SHOWN 


Interesting Discussions Take Place on 
Some Outstanding Problems Con- 
confronting the Field Force 


GenerAl agents and agents of the 
Continental Assurance gathered in Chi- 
cago last week for the annual meeting 
of the $120,000 Club. The Thursday 
morning session was given over to the 
meeting of the general agents and man- 
agers, and the entire morning was taken 
up with a discussion of “Finding and 
Developing Agents.” B. S. McClelland 
of Rockford, Ill, who is president of 
the Illinois Association of Life Under- 
writers, was presiding. He was also 
president of the General Agents Asso- 
ciation of the Continental Assurance. 
Before the discussion got under way, an 
election of officers for the General 
Agents Association took place. M. L. 
Killian of Canton, O., was elected pres- 
ident. The vice- -president is John Cro- 
nin of Cincinnati, and the secretary is 
J. P. Leatherman, Lansing, Mich. Two 
directors were chosen, B, F. McClel- 
land and Harry Glasgow of the R. W. 
Hyman Company, Chicago. 


Sells the Salesmen 


In the discussion on finding and de- 
veloping the agents, all of the men took 
an active part. Mr. Killian led off. He 
said: “I listen to all salesmen that come 
into my office. All of them have some- 
thing worth while to say to me. If I 
think that any particular salesman is 
not getting enough money for his abil- 
ity, I try to sell him the insurance busi- 
ness. I have picked up a number of 
very good men in this way. I also want 
to pay high tribute to our training 
school. It has developed a number of 
my men and it has also brought quite 
a few new men into the agency.” Mr. 
Killian also said that he gets the agents 
themselves interested in getting new 
agents. Ten words by an agent to a 
new man are worth a thousand from 
the general agent. 

Keeps Agent on Toes 


Mr. Killian said: “It is a false idea 
to hand a man a bunch of literature and 
a rate book. I have my man study the 
policies one by one until he knows them. 
Then I go out with the man and give 
him an actual demonstration and stay 
with him until I feel that he knows the 
business. Then after a few months I 
know that he is getting discouraged, 
and I pick him up again and go through 
the whole routine with him once more. 
In this way I keep my man right up 
on his toes all the time and frequently 
I have made a good agent out of a man 
who was ready to quit.” Mr. Killian 
was followed by Mr. McClelland, who 
gave an example of a man who came 
into his office and tried to sell him an 


automobile. The upshot of it was that 
the automobile salesman is now one 
of Mr. McClelland’s agents. 


Believes in Personal Production 


One of the high spots of the morninr 
was the talk by W. E..Lord of Cincin- 
nati. Mr. Lord said: “An agency ir 
built around yourself. If vou are ? 
salesman and a live wire. vou will at- 
tract good men to vourself. If a mar 
has the ability to sell and the finarcia' 
stability, he will go through. It isn’t 
the size that you want in an agency, but 
quality. Before you expand your agency 











be sure you are filled up with good 
men, Your personal production must 
hold up with the production of the 
agents. When you reach your limit 
in production and find you are ham- 
pered with office work, hire a man for 
the office work.” 

Eugene Adams of Washington, D. C., 
suggested that the agent bring in new 
men and-be compensated for it. This 
suggestion met with the hearty approval 
of the entire general agents’ body, and 
a committee was appointed to place this 
matter before the company to work out 
some plan whereby adequate compen- 
sation could be given to agents who 
brought in new men, 

Sees Fine Growth 


At the opening of the afternoon ses- 
sion, which was the first meeting of 
the $120,000 Club, H. A. Behrens, vice- 
president of the company, predicted 
that the production of the company for 
next year in life insurance would bring 
the total in force to $100,000,000. Mr. 
Behrens said: “We must project the 
company into the future by giving op- 
portunities to younger men. We can- 
not be selfish. We want the agents to 
learn the spirit of our institution. For 
the new man this is more essential even 
than knowing the policy form.” In 
commenting on the non-cancellable ac- 
cident and health policies, Mr. Behrens 
said: “The trouble is that people do 
not know what it is all about. Much 
comment is being made these days that 
companies are ‘losing money. The. fact 
is that the earning power of life is not 
fully covered until it is protected with 
permanent or total disability or non- 
cancellable insurance.” He quoted the 
axiom: “That life insurance is best which 
most fully protects human _ earning 
power of life.” 

Discuss Finding Prospects 

The afternoon session was given over 
to “Finding and Developing Prospects.” 
It was in charge of Eugene Adams of 
Washington, D. C. Here was one of 
the finest sessions of the entire meet- 
ing. No speakers were scheduled. Mr. 
Adams just started down. the list ot 
agents and general agents in alphabeti- 
cal order, and each man got up and gave 
his own experiences in gettimge pros- 
pects. The entire theme of the after- 
noon seemed to be that the endless 
chain method was the best. Four out 
of five speakers maintained that it was 
the only way of getting new business. 
One of the high spots of the afternoon 
came when Lorraine Ferrer of Chicage 
gave her talk. Miss Ferrer was for- 
merly in Milwaukee, and was in charge 
of an organization there that produced 
over $1,000,000 in new business. She 
gave her experiences with women in 
business. 

Young Woman Hardest to Sell 


She said that the hardest person to 
sell is the independent young woman 
in business. She gave as an example 
a young woman with a salary of $150 
to $200 a month who is saving about 
$25 a month. The prospect says: 
have no reason for paying for the cost 
of protection. No one is dependent 
upon me particularly.” She does not 
realize that she is her own dependent. 
With a person of this type the most 
important approach is on income What 
will happen if the income is cut off, and 
what will happen after age 60? What 
will it do for her and how much? In 
case of sickness. insurance makes her 
independent, the very thing that she is 
striving for. It is easy to pay; it pro- 
motes credit and it has a cash value. 


Applications Are Presented 


When Louis Lupen of Philadelphia 
was called upon he scored the hit of 
the afternoon when in his talk he pre- 
sented Vice-President Claypool with 1+ 
applications for $100,000 of insurance. 
He was followed immediately by J. J 
Falvey of Chicago, who presented ar 
pnlication for $50,000 which he hac 
written that morning. On _ Fridav 
morning Lloyd Grant of Chicago spok« 
on “The Continental Assurance as 
Know It.” Mr. Grant is an old-time 
with the company, having been. with it 











Howard A. Archet 
of Paris, Ill., spoke on “The Financial 
Strength of the Continental.” He was 
followed by R. M. Brown, actuary, who 
spoke on “Underwriting.” A. A. Butler, 
Chicago, spoke on “Policy Forms and 
Disability Benefits,” and John Cronin 
of Cincinnati presented an excellent pa- 


for over 15 years. 


per on “Selling Through Clients’ Ac- 
tual Needs.” - Roy Davis, who is in 
charge of the company’s educational 


course, stated that 444 men during 1926 
had taken the course. More than 30 
of the agents gathered in a semicircle 
before Vice-President Claypool and re- 
ceived their certificates for having com- 
pleted the course. In addition to the 
reading matter that is essential in this 
course, a man must produce $50,000 of 
paid-for life insurance. Dr. H. W. 
Dingman, medical director, spoke on 
“Medical and Non-Medical.” 


Session on Non-Can 


The Friday afternoon session was in 
charge of Harry Glasgow of the R. W. 
Hyman Company of Chicago. The sub- 
ject, “How to Sell Non-Can,” was ably 
handled by W. E. Lord. He said that 
the arguments for life insurance are 
practically the ones that are used for 
accident and health. Lifé insurance 
provides an income for the dependents 
and an income for old age, while acci- 
dent and health does the same to con- 
tinue the income of the _ individual. 
There are several things that are pecu- 
liar to noncancellable. It should auto- 
matically suggest more life insurance. 
If a man applies for a $500 a month 
noncancellable policy he can’t leave less 
than $250 per month income to his 
wife. 

Developing H. & A. Business 

Harry Burford of Los Angeles han- 
dled the subject, “Developing Health 
and Accident Business.” He said: “In 
building a general agency, I worked 
just as I did when I was an agent. [| 
built myself in the community. I gave 
service in my line. It was expected of 
me. To my mind accident and health 
is the greatest builder in an agency. 
After you have once gone into an or- 
ganization and paid one claim, you will 
have very little difficulty in selling the 
rest of the people in that organization. 
I have tried to make people believe that 
our agency is the best agency in town. 
I send out regular notices to my as- 
sureds and to all brokers. When we 
put out our new automobile accident 
policy, I sent out the notice describing 
it, and 100 people called or inquireu 
about it.” 


Urges Publicity Work 


One of the high spots of the after- 
noon came when Lyle Stephenson of 
Kansas City spoke on advertising. He 
said that he spends $12,000 per year for 
advertising the insurance business. He 
said: “If you advertise your business. 
your production will be increased, and 
the advertising will be the cheapest item 
in your agency.” As an example, Mr. 
Stephenson has a two-line advertisement 
on the first page of the morning and 
evening papers in Kansas City. He 
uses some little slogan. Mr. Stephen- 
son said that blotter advertising is very 
productive of results. He said: “If 
you put a blotter on a man’s desk every 
Tuesday morning at 10 o'clock, before 
that man has 52 blotters he will tear 
his shirt off to give you a policy.” 
of Mr. Stephenson’s slogans is: 
or Alive. You Owe Your Wife a Liv- 
ing.” Mr. Stephenson urged a gigantic 
institutional advertising campaign in 
the metropolitan dailies, to be taken care 
of by all the companies. He said that 
advertising of this kind would sell the 
insurance idea to the public. 


Benefits the Agency 


Allan Reiger of Louisville, spoke or 
“What Non-Can Will Do for an 
Agency.” Mr. Reiger stated that he 
has not written health business for over 
10 years. He wrote only accident. hw’ 
he finally started out on noncancellable 
ond he was afraid that it would disturt 
‘he accident and health business that hr 
already had on the books. He wrote 

(CONTINUED ON PAGE 8) 





ADOPT CODE OF ETHICS - 
FOR GENERAL: AGENTS 


Committee of Philadelphia Asso. 
ciation Decides Upon 
Right Practices 





REVEAL UNFALTERING AIM 


Pledge Observance of Rules Drawn Up 
for Regulation of the Life In- 
surance Business 


PHILADELPHIA, Oct. 6—The 
managers’, general agents’ and superin- 
tendents’ committee of the Philadelphia 
Association of Life Underwriters has 
unanimously adopted a set of coopera- 
tive agreements to be known as the 
Philadelphia code of life insurance 
ethics. The code was prepared by a 
committee consisting of D. W. Donley, 


Travelers, chairman; E. J. Berlet, Guar- 
dian; J. L. Connor, Fidelity Mutual: J. 
Renwick Montgomery, Phoenix Mutual, 


and Frederick G. Woodworth, John 
Hancock. E. R. White, Connecticut 
Mutual, presided. The code adopted is 
as follows: 


Proclaim Unfaltering Aim 


Appreciative of the confidence reposed 
in us, we managers, general agents and 
superintendents, as representatives of 
our companies, proclaim it our unfal- 
tering aim: 

To serve with justice and integrity 
those whose protection is entrusted to 
our care. 

To support right principles and to 
oppose bad practices in insurance under- 
writing. 

To take no unfair advantage of com- 
petitors. 

To develop character, ability and 
knowledge commensurate with our re- 
sponsibilities. 

To value honor above profit. 

Thus to be faithful to ourselves and 
to those we serve, we pledge ourselves 
to observe and maintain: 


Have Fair Agency Contracts 


1. That agency contracts between 
managers and agents, between general 
agents and agents, shall be fair to the 
contracting parties and make due pro- 
vision for the enforcement of the repre- 
sentative rights and obligations of the 
parties thereto. 

2. That agents and brokers shall carry 
on their work in a spirit of fidelity and 
fairness to their companies, patrons and 
competitors. 

3. That full publicity shall be given 
to all matters relating to insurance to 
the end that the public may be informed 
as to the nature and advantages of in- 
surance protection. 


Ne Injurious Advertising 


4. That we, and the agents roy 
our jurisdiction, shall advertise only 
a dignified manner and never in A 
way to injure any company, or agents of 
a company, or to bring insurance into 
disrepute. 

5. That we refrain from permitting 
any improper or questionable methods 
of solicitation. 

6. That we will not jeopardize a full- 
time agent’s commission earnings under 
the terms of his contract, bv negotiating 
with him for the transfer of his services 
in whole or in part to another company 
without first securing the assent of the 
employer company through the genera! 
agent, manager or superintendent under 
whose jurisdiction he operates. 


Will Not Cireularize Agents 


7. That we will not send out to full- 
time agents of other companies advertis- 





ing matter, promotional letters, circu- 
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lars, posters or any other propaganda, 
either to their business or home ad- 
dresses, because it is contrary to ethics 
and renders possible the jeopardizing of 
an agent’s relations with the employer 
company. 

8. That we will not accept business 
from the full-time contract agent of any 
other company without first consulting 
with the management of that employer 
company and thereby minimize the pos- 
sibility of jeopardizing the agent’s com- 
mission earnings under the terms of his 
contract with the employer company. 


Stamp Out Misrepresentation 


9. That we will not sanction the mem- 
bership of our sales staff misrepresent- 
ing the terms of-any policy or the bene- 
fits or advantages promised thereby, or 
make any misleading statements or esti- 
mates of the cost thereof, or make any 
misleading representations or incomplete 
comparisons of policies to any person 
insured for the purpose of inducing, or 
tending to induce such person to lapse, 
forfeit or surrender insurance. 

10. That we shall not be a party to, 
or permit any member of his selling staff 
to be a party to the cancellation, sur- 
render, or transfer of insurance protec- 
tion from one company to another to 
the detriment of the interests of the 
insured. 

11. That we, or our respective agents, 
shall not directly, or indirectly, in any 
manner whatsoever, pay or allow, or 
offer to pay, or allow, to an insured, or 
to any employe of an insured, as an 
inducement to insure, or after the in- 
surance shall be affected, any rebate 
from the premium which is specified in 
the policy, or any special favor or ad- 
vantage in dividends, or other benefits, 
to accrue thereon, or any valuable con- 
sideration, or inducement whatsover not 
specified in the policy of insurance. 


Knowledge Is Necessary 


12. That we, and our agents, in order 
to serve efficiently our patrons and our 
companies, must have a thorough knowl- 
edge of insurance contracts which we 
offer to our patrons and of underwriting 
practices relating thereto and shall also 
have a reasonable knowledge of the 
laws of the state of Pennsylvania, relat- 
ing to the transaction and negotiation of 
insurance and of our duties and responsi- 
bilities in the supervision of our agents. 


HOLD ANNUAL MEETING 
OF AGENTS IN CHICAGO 


(CONTINUED FROM PAGE 6) 
$15,000 in noncancellable premiums, 
and less than 12 commercial policies 
were lapsed on account of the non- 
cancellable business. He said that 70 
percent of the company’s life insurance 
business is written as a result of the 
noncancellable. Sam Sleager of Chi- 
cago wound up the afternoon session 
with an analysis of the Continental 
noncancellable policy. 


Big Banquet Held 


The banquet was held Friday night 
with L. L. Johnson, assistant superin- 
tendent of agents, as toastmaster. The 
retiring president of the $120,000 Club, 
E. Lloyd Grant of Chicago, was intro- 
duced and installed his successor, Alex 
E. Johnson of Louisville. Kenneth Finch 
of Lansing, Mich., the retiring vice- 
president, spoke and introduced his suc- 
cessor, J. B. Jepson of Canton, O. The 
speakers were T. R. Weddell of the 
“Insurance Field”; C. M. Cartwright 
of Tue NatioNAL U npDERWRITER, and 
Judge C. J. Orbison of Indianapolis. 





John Hancock Agents Meet 


About 50 leading agents of the John 
Hancock attended a two-day conven- 
tion and sales school in Indianapolis 
last week. Instruction in sales was con- 
ducted by Tressler W. Callihan, head 
of the educational department of the 
company. Oliver O. Laughlin and Ray 
O. Woods, agency supervisors in Indi- 
ana, assisted. E, Flickinger, state 


agent, made opening and closing ad- 
dresses. 











REMINISCENCES COVERING 20 YEARS 


Interesting Paper of Virginia Commissioner Read at International Casualty 
and Surety Meeting This Week 
BY COL, JOSEPH BUTTON 








Y induction into the office of in- 
M surance commissioner was almost 

coincident with two events that 
shook two of the older branches of the 
business from center to circumference. 
The first was a legislative investigation 
of the New York lite companies brought 
about by internal dissensions in one of 
the largest companies. The Armstrong 
committee, as it was known, commenced 
its hearings on Sept. 6, 1905, and finished 
on Dec. 30 of the same year. It made 
its report to the legislature of New York 
on Feb. 22, 1906. All during the hear- 
ings the newspapers were filled with 
exaggerated accounts of the scandals 
and the people of the whole country 
almost lost confidence in life insurance 
companies as a whole. At this point a 
number of governors, attorneys-general 
and insurance commissioners met and 
appointed a committee of fifteen to see 
what could be done to remedy the sit- 
uation and draft uniform laws for the 
various states to prevent a recurrence 
of the evils. 


San Franciso Fire 
Endangered Leading Companies 


While this was occupying the public 
attention, the San Francisco disaster 
occurred on April 18, 1906. We all re- 
call the awful ordeal through which the 
fire insurance companies passed. For 
months it was not known whether some 
of the largest companies would weather 
the storm, many smaller ones went un- 
der, but the patriotic stockholders of the 
larger companies threw their fortunes 
into the breach, thereby enabling them 
to rehabilitate themselves and to settle 
their tremendous losses. Unfortunately 
for me, because of my lack of knowledge 
of the business and my newness in office, 
I was not able to contribute anything of 
value towards the solution of these 
problems. 


Button Attends His 
First Convention 


On Oct. 2, 1906, I attended my first 
Commissioners’ Convention, the thirty- 
seventh annual session, held at Wash- 
ington, D. C. For a day and a night 
before the committee of fifteen were 
wrestling with its report which sug- 
gested certain uniform laws to be 
enacted in the various states. The con- 
vention was presided over by its presi- 
dent, that prince among men, Hon. 
James V. Barry of Michigan. It is need- 
less to say that all I did was to observe, 
listen and vote. I did look around in 
order to make a survey of the personnel 
of the convention and determine who 
were the outstanding figures. Those who 
impressed me most were: A. I. Vorys, 
able lawyer and president maker, of 
Ohio; Thomas D. O’Brien, afterwards 
a judge of the supreme court of Minne- 
sota; B. F. Carroll, afterwards governor 
of Iowa; Benjamin F. Crouse, of fra- 
grant memory, insurance commissioner 
of Maryland, and our own inimitable 
James Victor Barry. 


Sees Happy Change 
in the Talking 


In those days commissioners’ conven- 
tions were not what they are now. The 
practice was for the executive committee 
to extend invitations to company offi- 
cials to address the convention and the 
program was made up entirely of such 
addresses and in many cases these com- 
pany officials would insist upon telling 
the commissioners how to run their de- 
partments. Happily, this was changed 
after the convention in Richmond in 
1907 and now the commissioners do all 
of the talking and the company officials 
have to listen, whether they heed or not 
is another matter. 

At the 1906 convention, my first, 
surety matters were very much to the 
front. Thomas A. Whelan, first vice- 
president of the Fidelity & Deposit, 








made a very strong address upon the 
limitation of the surety companies upon 
any one risk or to any one person, His 
address was listened to with great atten- 
tion and a discussion followed which 
was very enlightening. The suggestions 
made in his address have since been 
adopted by the federal government and 
by many of the states. 


Joyce Starts Something 
on Surety Reserves 


Another strong address on _ surety 
matters was delivered by my friend, the 
redoubtable William B. Joyce, president 
of the National Surety, who took as 
his toptic “Proper Reserves for Fidel- 
ity and Surety Claims.” He did not 
confine himself entirely to his text but 
gave a graphic description of the 
unhealthy conditions existing among 
surety companies. He said in part: 

“That surety conditions at present 
justify investigation and intervention on 
the part of the various state authorities, 
no one familiar with the methods of 
some prominent companies can honestly 
deny. The growth of the business itself 
and the profits of the older companies, 
earned during the early day in the his- 
tory of the business, when rates were 
high and with large income being de- 
rived from wise investments then made, 
have attracted many enterprising in- 


vestors, as well as candidates for honors 


as managers of new companies. 


Wild, Mad and Reckless 
Rush for Premiums 


“Some adopted the abandoned policies, 
that caused disaster in the past, and 
when they found the profits expected 
could not be earned through the use of 
such policies there followed a wild, mad 
and reckless rush for premium income 
in a seeming endeavor to write all the 
business in our land and conquer for- 
eign countries as well, discarding the 
very important element of security, ap- 
parently thinking only of ready money. 
The character of managements in surety 
companies in the past is clearly reflected 
by the increase or decrease in surplus 
accounts. 

“The future, however, must be pro- 
vided for. The ‘mad rush’ for business 
at ‘any old’ price is not confined to any 
one particular company—each and every 
company engaged in the general surety 
business is afflicted more or less. I do 
not deny that my own company has 
made rates in a number of instances that 
we found to be mistakes, but we are 
profiting by our own experience as well 
as that of others, and have applied the 
remedy.” 


Young Commissioner Saw 
Duty in Clean-Up 


I confess that I was very much start- | 


led by Mr. Joyce’s disclosures and nat- 
urally expected some of the older com- 
missioners to take up the cudgel and 
start immediately to make examinations 
in view of the charge that they had 
neglected their plain duty. Several 
months passed and no move was made, 
so being a young commissioner I 
thought it was incumbent upon me to 
clean up the situation. Like many new 
commissioners I had a desire to become 
a crusader, to bring about all sorts of 
reforms. 

With this in mind I communicated 
with Commissioners O’Brien of Minne- 
sota, Carroll of Iowa, and Carr of Maine 
to know if they would join me in exam- 
inations of surety companies in response 
to the suggestion of Mr. Joyce at Wash- 
ington. They replied in the affirmative 
and I then took the matter up with that 
wizard of an examiner, S. Herbert 
Wolfe, with whom I had been on sev- 
eral examinations, and who seemed to 
me to be able to put his thumb upon 


| the weak spot in a company almost as 
soon as he entered its portals. Several 
| months elapsed but early in February, 
| 1907, I wired the other three commis- 
' sioners that I was ready to begin and 
| to meet me in New York. 


| Started in on the 
National Surety 


Commissioner Carr was the only one 
that could come, the other two wiring 
an authorization to me to act for them. 
Having in mind Mr. Joyce’s pressing 
invitation to examine his company we 
started in on the National Surety. Never 
will I forget the startled expression of 
Ballard McCaul, acting president in the 
absence of Mr. Joyce, when we told him 
the object of our visit. However, he 
gave his permission and we started into 
the examination and it was not long be- 
fore we discovered that Mr. Joyce had 
not overdrawn the picture in his address 
in Washington. He was frank and fair 
and desired us to make a thorough ex- 
amination, and in the language of my 
friend Henry Tyrrell, “I'll say it was.” 
Among the things we found was the 
guess work method of setting aside un- 
paid loss reserves, which we afterwards 
discovered prevailed in all of the com- 
panies examined, save one, and we ex- 
amined most of those in existence at 
the time. One case I distinctly recall 
was a reserve set aside on Dec. 31, for 
annual statement purposes, of $30,000 on 
a contract bond in Chicago, whereas the 
company paid between this and the time 
of our examination $75,000 on it and 
subsequently had to pay several hundred 
thousand more. 


Board of Directors 
Came to the Rescue 





After this examination was concluded 
and the report submitted to Mr. Joyce, 
| showing an impairment of two or three 
hundred thousand dollars, the exact sum 
I do not recall, he requested us to ap- 
pear before his board of directors and 
lav the matter before them. He called 
his board together, the report was read 
to them and they came to the_rescue 
handsomely by making up the deficit and 
putting the company on solid ground. 

After this examination the other three 
commissioners dropped out, O’Brien 
having been succeeded by our good 
friend John A. Hartigan. The two of us 
then associated Frank Crouse, of Mary- 
land, with us and a little later E. E. 
Rittenhouse of Colorado joined us. This 
committee continued to function until 
we had gone down the line. The weak- 
ness that we discovered in the first com- 
pany examined we found to exist i 
almost all of them. In all of them, ex- 
cept one, we reduced their surplus, it 
they had any, and increased their loss 
reserves. One large company escaped an 
impairment by the acceptance on the 
part of the committee of the appraisal 
of its home office property made by a 
committee of real estate men of its own 
selection rather than the one made by 
our own appraiser. 





| Found Some Risks ‘ 
Were Written for Nothing 


Such was the rivalry between the 
companies that we found any number oi 
risks that were either written for noth- 
ing or at a nominal premium. I remem- 
ber one case of a bond upon the treas- 
urer of Cook county, IIL, for 9000008, 
upon which no premium was paid anc 
I asked the dear old president of the 
company, of whom I was very fond, 
how that happened? His reply was: 
“That was a target risk,” and there — 
many such. This same company had 
deposited with it many thousand cases 
of canned tomatoes as collateral security 
and it was suggested by the other com- 
missioners that I be allotted the task os 
counting them, to which I respectful : 
demurred on the ground that I suffere« 
from uric acid and could not go near 
tomatoes. ‘ ai. 

Many interesting things happened ur 
ing these exhaustive and thorough ex- 
aminations that would take too long to 
narrate, for the examinations continued 





through the year into 1908 and several 
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companies that could not stand the gaff 
were compelled to reinsure or liquidate. 


Committee Named to 

Study Surety Matters 

Commissioner Rittenhouse, of Colo- 
rado, at the 1908 convention, introduced 
the following resolution: “Resolved, 
that in appointing the committees for 
fhe ensuing year, a special committee, 
consisting of nine (9) members be ap- 
pointed, to be known as the ‘fidelity and 
surety committee’ which shall formulate 
recommendations for uniform laws or 
regulations covering the following or 
other matters relating to the business 
and administration of fidelity and surety 
companies: capital required, character 
of assets, special deposits, salvage, in- 
demnity collateral, reserves for losses, 
expired bonds upon which claim may be 
made, adequate rates, unearned pre- 
miums, and agreements of indemnity 
holding reinsurers harmless. 

“If, in the opinion of said committee, 
it be found desirable to recommend a 
uniform law for the government of such 
corporations, it is hereby directed to in- 
clude the same in its report.” 


Famous Old-Timers Named 
on the Committee 


This resolution was unanimously 
adopted and the following committee 
appointed: Rittenhouse, Colorado; But- 
ton, Virginia; Hartigan, Minnesota; 
Kelsey, New York; Barry, Michigan; 
McDonald, Connecticut; Fletcher, Mas- 
sachusetts; Young, North Carolina, and 
McComb, Oklahoma. This committee 
held its first meeting at the old Man- 
hattan hotel on Nov. 9, 1908. The meet- 
ing lasted three days, with seven out of 
the nine members present. The execu- 
tives of the surety companies were in- 
vited, a circular letter having been sent 
them suggesting certain topics for their 
consideration. Representatives of thir- 
teen different companies met previously 
to the meeting of our committee to con- 
sider these topics. The committee that 
had been engaged in the examinations 
laid before this special committee all of 
the data that they had collected and a 
plan of action was formulated. 


Executives Wanted to 
Be Let Alone 


The executives were invited into the 
meeting and admitted that something 
was necessary to be done, but if the 
commissioners would let them alone 
they could and would work out their 
own salvation; that they were pretty 
well agreed upon a course of action. I 
recall Governor .Warfield’s appeal to be 
let alone; that all was harmony in the 
ranks now, but when we would put one 
upon the stand and then another we 
found out that the same personal jeal- 
ousies, distrust and the desire to retain 
their trade secrets existed. 


Surety Association of 
America Was Outcome 


When it was apparent that the com- 
mittee meant business and that some 
drastic action would be taken, they 
got together and formed the Surety 
Association of America, the greatest 
step that was ever taken and the begin- 
ning of the wonderful prosperity that 
has continued almost ever since. 

Another meeting of the committee 
was held in Chicago, Dec. 7-8. Com- 
missioner Rittenhouse having resigned 
to become a life insurance president, the 
\ irginia commissioner succeeded to the 
chairmanship. We discovered that no 
two companies had the same classifica- 
tion, some 57 varieties and some 157. 
Tt was very annarent that there could 
be no scientific rating unless the ex- 
perience was kept by each company on 
the same classification and this the com- 
panies had not been doing, and when 
they did, were afraid for any other com- 
panv to know what it was. 

One of the chief objects of the com- 
mittee was to agree upon a classifica- 
tion and have each comnany report its 
experience under it. This was done 
and the commitee on blanks of the con- 





vention instructed to embody it in the 
miscellaneous blank. 


Won the Thanks 

-of the Surety Companies 

The final meeting of the committee 
was held at the Manhattan hotel, New 
York, June 7, 1909, of which meeting 
the final report of the committee con- 
tains the following reference: “The dis- 
cussions were most comprehensive and 
interesting, the representatives of the 
companies showing a courteous inclina- 
tion to aid the committee in the many 
difficult problems that the general sub- 
ject presented.” The final report of 
the committee was made to the con- 
vention at Colorado Springs and unani- 
mously adopted on Aug. 25, 1909. The 
president of the Surety Association of 
America, which had begun by that time 
to function splendidly, appointed a com- 
mittee of three to appear at the con- 
vention to personally express the thanks 
of the association to the committee and 
to the convention for what had been 
done. Mr. Joyce sent the following tele- 
gram to the chairman of the committee: 
“Sincerely regret inability to attend con- 
vention. Greetings, congratulations and 
thanks for incalculable assistance.” 

Thus was consummated one of the 
most constructive pieces of work ever 
undertaken by the National Convention 








of Insurance Commissioners. We saved 
the public from loss of faith in corporate 
suretyship and we saved the companies 
from bankruptcy and started them on 
the road to a prosperity of which they 
never dreamed. I never like to single 
out any one man for honors where all 
rendered valiant service but if I were 
asked who was more responsible than 
any other for thus bringing order out 
of chaos, I should have to take off my 
hat to William B. Joyce and say to 
him, “Thou art the man.” 


More Interested in 
Solvency Than in Rates 


I recall a little incident that occurred 
after the companies had gotten together, 
buried their differences and commenced 
to operate on a sound basis. Of course 
rate cutting became a thing of the past 
and some rates had to go up. This was 
the case with the bonds of public officers 
in Virginia. Under the law it was the 
duty of the attorney-general to pass 
upon these bonds and he observed that 
the premium upon them had been in- 
creased. He called the representative 
of the company before him and threat- 
ened to give the business to some other 
company. He was informed that all of 
the companies had the same rate. He 
immediately saw red, for he was rather 
inclined to be a “trust buster” but the 








agent told him he had better talk to the 
insurance commissioner who could ex- 
plain it better than he could. I was sent 
for and catechised. I admited the guilty 
part that I had taken in it and told him 
that I was more interested in the sol- 
vency of the companies than I was in 
cheap rates. That was my attitude then 
as it is now and I hope always will be. 


Turned Attention to 
the Fraternal Orders 


After cleaning up the surety situation 
the Commissioners’ Convention turned 
its attention to the fraternal societies and 
the’ committee on fraternal insurance, 
headed by Commissioner Reau E. Folk, 
of Tennessee, was directed to try to 
draft a uniform law for the government 
of these societies. After many, many 
hearings and conferences with the fra- 
ternal people a bill was drawn which 
had the aprpoval of a majoritv of the 
fraternal societies and submitted to the 
convention which met at Mobile, Sept. 
27-30, 1910. After much discussion it 
was finally adopted by the convention 
and is the law in 36 states, though in 
some states it is slightly modified by 
what is known as the New York confer- 
ence amendments. 

Thus another branch of insurance was 
forced to bring itself to a state of sol- 
vency. It has been a hard struggle for 
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HEN representing the Jef- 
ferson Standard Life Insur- 
ance Company, you are working 
for a real human institution that 
takes a personal interest in you. 


This Company has been in busi- 
ness for practically 
Its growth has been rapid and 
sound. . Claims are paid the same 
day proofs are received in the home 
office. A wide range of both par- 
non-participating 
policies are issued at all ages from 
one day to sixty-five years, on both 
male and female lives. 


AN OPPORTUNITY 


two decades. 


miums come. 


It offers 


Write to: W. T. O. DONOHUE, Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


OVER TWO HUNDRED EIGHTY MILLIONS IN FORCE 


non-medical, payroll deduction, 
monthly draft and many other mod- 
ern policy forms. On September 1, 
the Company announced a general 
reduction in non-participating rates ; 
a new special Half-Premium Modi- 
fied Ordinary Life policy ; liberaliz- 
ing of double indemnity clause ; and 
other important changes of a liberal 
nature. Real estate loans are made 
in the communities from which pre- 


Your personal sales problems will 
be studied and considered by your 
managers and the Company’s Sales 
Promotion Department. They will 
give you every assistance possible. 


GREENSBORO 
North Carolina 
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ON WARD 


Loyal service together with friendly coop- 
eration form a combination which cannot meet 
with defeat. Loyalty to your work—even in 
the smallest of details—creates a momentum 
which will carry you ever onward The man 
who serves loyally and wishes friendly coopera- 
tion to give him even greater strength in climb- 
ing the ladder of success will find it pays to be 
friendly with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 


Opportunities in Indiana, Illinois Ohio, Michigan 
Tennessee, Arkansas, Iowa, California and Texas 









































Another 
Staunch 
Midlander 


J. M. Lust, Gen- 
eral Agent at Tiffin, 
Ohio, has built a 
substantial renewal 
income in eight 
years, yielding him 
an income far greater 
than were his pre- 
vious earnings as a 
teacher. 

He is Vice-Presi- 
dent of the Field 
Leader Club, and he 
commands the re- 
spect and confidence of every one with whom he comes 
in contact. 


If you want to build a business for yourself write 
The Midland Mutual Life Insurance Company, Colum- 
bus, Ohio. 





J. M. Lust 


“Its Performances Exceed Its Promises” 


The 
MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 














the societies to bring it about but most 
of them have done so, while others 
fell by the wayside. In fact, some of 
the larger ones are getting so prosper- 
ous that they are now undertaking to 
branch out into other fields of life in- 
surance, thus competing with the stock 
and mutual companies. In my opinion 
they are making a great mistake. “The 
shoemaker should stick to his last,” for 
as soon as they begin to issue other 
forms of insurance than those for which 
they were originally chartered then the 
states will step in and assess them with 
the same onerous taxes and fees that 
are imposed upon other companies. 
Virginia Commissioner 
ade Head of Convention 

The Mobile convention did one other, 
to me, important thing. It elected the 
Virginia commissioner president of the 
convention for the following year. 

Not long after assuming the presi- 
dency, one of the commissioners in an 
examination of an accident and health 
company discovered a situation that 
seemed appalling in the industrial health 
and accident end of the business. It was 
found that what is called pro-rating was 
indulged in to a large extent by agents 
adjusting claims who had a profit shar- 
ing contract with the company. This 
situation was presented to a meeting of 
the executive committee and a commit- 
tee appointed to make examinations of 
other companies engaged in writing 
these lines. Fourteen companies were 
examined and the same condition was 
found to exist in several of the com- 
panies examined. 


Uniform Laws on 

Disability Policies 

The committee made its report at the 
Milwaukee convention and in it sug- 
gested remedies for the situation. The 
convention invited the Detroit Confer- 
ence to appoint a committee to meet 
with its committee for the purpose of 
framing a uniform law for the govern- 
ment of this class of companies and for 
certain uniform clauses to be inserted in 
each policy. The conference took place 
»d resulted in a harmonious agreement. 
The bills were enacted into law in many 
of the states and so far as I know, the 
evils complained of have ceased to exist. 
In this the commissioners scored again 
to the everlasting gain of the companies, 
for they too have experienced wonder- 
ful success and prosperity. 


Found Proper Reserve 
Was 105 Percent of Premium 


The next snag that the Commissioners 
Convention struck was the inadequate 
reesrves required of companies doing a 
liability business. This was remedied, 
for the time being, by the drafting of 
a uniform law in which the large com- 
panies assisted but to which some of the 
smaller companies objected. After the 
law was enacted in many of the states, 
it was discovered that the reserves re- 
quired were too low and the commis- 
sioners undertook from time to time to 
elevate them until finally it was pretty 
generally agreed that 105 percent of the 
premium was about the proper reserve. 
This was brought about by the increas- 
ing generosity of juries in assessing 
damages in cases brought before them, 
but the enactment of workmen’s com- 
pensation laws eased this situation and 
saved a few of the companies from dis- 
solution 

Action in Fire and 

Compensation Lines 

The commissioners next took up the 
situation with respect to the fire insur- 
ance companies, recommending the adop- 
tion of a uniform rating law and also 
recommending the creation within the 
National Board of Fire Underwriters of 
an actuarial bureau, similar to the 
Towner Bureau of your own companies, 
where the experience of the companies 
is collated by classifications agreed upon 
between the National Board and the 
commissioners. 

I congratulate the companies doing a 














the organization of a National Council 
for the purposes of rate making and | 
hope before I die to see the fire insur- 
ance companies doing likewise. I be- 
lieve it would help to solve their prob- 
lems-and they have many. But you are 
not interested in these problems and | 
am already bringing my “Keminiscences” 
to a point where I will soon be dis- 
cussing current events. 


Sees Bail Bonds 
as Aid to Crime 


Before I close I desire to interpolate 
a question that I have had on my mind 
for some time. It is not to be answered 
off hand but after mature thought and 
investigation: “To what extent is the 
indiscriminate writing of bail bonds add- 
ing to the sum total of crimes which 
seem to be rampant in this day and gen- 
eration?” From my observation all that 
is necessary in many cases is a cash de- 
posit and once out of jail, with a shrewd, 
and oftimes unscrupulous, lawyer to de- 
fend him, through constant postpone- 
ments, subornation or disappearance of 
witnesses, he is finally turned loose to 
continue his criminal course. 


Bring About Desirable 

Uniformity in Supervision 

I have tried to show in this paper 
some of the really big things that the 
National Convention of Insurance Com- 
missioners have accomplished in the last 
two decades. To my mind, it is the great- 
est organization in this country. We 
often hear it stated that the commis- 
sioners are trying to run the companies. 
Nothing is further from their thoughts. 
The convention is composed, in the main, 
of earnest, conscientious men trying to 
accomplish something for the common 
weal, holding the scales of justice evenly 
betwen the companies on the one side 
and the public on the other and since 
the United States Supreme Court said 
in Paul vs. Virginia that insurance was 
not commerce and there could be no 
federal supervision, this convention un- 
dertakes to bring about uniformity in 
laws and ruling, and it has accomplished 
much that is worth while. 

As a commissioner with slightly more 
than twenty years of service behind him 
and over three years of his present term 
ahead of him, I can say that during that 
time I have never aspired to or had any 
desire to hold any other office, nor have 
I ever sought a company connection, 
and whatever I have done has been 
for the good of the cause as I saw it, so 
what I am going to say now comes 
right from the heart. 


Overpowering Evil Today 
Is Rush for Business 


The great and overpowering evil of 
the insurance business today, in all of 
its branches, is the mad rush for busi- 
ness. The motto seems to be “Go get 
it—good, bad or indifferent, but get it.’ 

The theory being, I suppose, that it 
makes a good showing in the advertise- 
ments of the company that its premium 
income increased so many millions dur- 
ing the preceding year. Conservative 
underwriting seems to have become a 
lost art, everything now being based 
upon valume. Is it not time that the 
companies were taking stock and see if 
it would not be prudent to return to 
the basic principles of insurance? I 
think so. I was struck with the re- 
marks of my friend, Clarence A. Lud- 
lum of the Home Insurance Company, 
before the Western Union, of which he 
is president, in which he was preaching 
this same doctrine. He cautioned them 
to get back to “Inspection, Selection and 
Rejection.” Sound advice I should say. 
My final word is this: It is quality 
and not quantity that counts in insur- 
ance. 


Writing Big Volume 
The Federal Union of Cincinnati is 
writing new business at the rate of 
$1,000,000 a month and the company ex- 
pects to close the year with an increase 
of insurance in force of upwards of 
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GATHERED AT WINNIPEG 


NEW YORK LIFE AGENTS MEET 





Annual Session of $200,000 Club Held 
Last Week, With Over 250 
Present 





Over 250 agents of the central and 
northwestern departments of the New 
York Life gathered at Winnipeg, Man., 
last week for a three day convention of 
the $200,000 club. This regional con- 
vention of the club was for all those in 
the two departments who have paid 
for between $150,000 and $250,000 in the 
year ending July 1. Vice-Presidents 
Walker Buckner and Wilbur Pierson 
were present from the home office and 
the convention details were in charge 
of Inspectors of Agencies Robert E. 
Whitney of Chicago and S. O. Buckner 
of Milwaukee. A well rounded enter- 
tainment program was arranged, one 
afternoon being given over to a golf 
tournament and other features being 
scheduled. 

Well-Rounded Program 


The first session of the convention 
was held last Wednesday night, follow- 
ing a banquet. Mayor Webb of Winni- 
peg was the first speaker, being intro- 
duced by S. O. Buckner. Mr. Webb 
welcomed the agents and turned over 
the keys of the city to leaders of the 
New York Life aggregation and then 
gave an inspirational talk which was 
greatly enjoyed. Vice-President 
Walker Buckner next spoke, giving an 
excellent sales talk and inspirational ad- 
dress. The remaining sessions were 
confined to morning business meetings, 
the afternoons and evenings being turned 
over to entertainment. On Thursday 
morning the session was in charge of 
Mr. Whitney and principally among the 
speakers were: James A. Campbell, 
supervisor and manager of the central 
branch office in chicago; Dr. Woley, as- 
sistant medical director located in Chi- 
cago; E. W. Schmunk, an agent in the 
clearing house branch in Chicago; Fred- 
erick Brucholtz, organizer of the clear- 
ing house branch, and Vice-President 
Walker Buckner. Mr. Buckner brought 
the Thursday morning session to a close. 
On Friday morning, S. O. Buckner of 
Milwaukee presided and talks were given 
by Vice-President Pierson, O. H. Nel- 
son of Minneapolis and Mr. Schneider 
of St. Paul. 


Eliason Agency Leader 


While New York and St. Louis were 
warming up for the big league series, 
the Minnesota Mutual Life staged a 
“little series” all its own. The annual 
baseball contest between the Minnesota 
Mutual agencies has just been completed 
with the Eliason agency of St. Paul the 
winner. 

Because of its size and advantage in 
the home field, the Eliason agency was 
pitted against all the other agencies, 
arranged in groups. The contest con- 
tinued through the summer months to 
the middle of September, and when the 
winner was announced the Eliason folks 
celebrated their victory with a big party 
at the Saint Paul hotel. 

Under the rules of the contest, bases 
were awarded for various business ac- 
complishments. A new application, for 
imstance, counted a base. A new appli- 
cation with part of the money paid down 
counted two bases. Then there were 
three-base hits and home runs. 

_ The Eliason staff worked like Tro- 
Jans throughout the summer, and their 
victory was not an easy one. 

A Rronp of agencies made up of Mis- 
souri, Illinois, Tennessee and Michigan 
was second in the race. 


‘ Miss Virginia Gartrell, clerk in the 
preasurer’s office of the Life Insurance 
. ompany of Virginia, was crowned radio 
gucen of Richmond at the radio show 
ne under the auspices of the Richmond 
Radio Dealers Club last week. She was 

osen from 17 candidates.following a 
*pirited contest. 





WAS REGARDED AS UNETHICAL 





Chicago Agent’s Offer to Split Commis- 
sions Aroused Life Underwriters 
of That City 





One of the daily papers in Chicago 
carried a larged-sized advertisement last 
week which proved disturbing to full- 
time life underwriters in the city, as the 
advertising agent, a member of one of 
the prominent agencies, offered to split 
commissions broadcast. This agent 
made a direct appeal to lawyers and 
bankers and in very plain English in- 
formed men of these two professions 
that they should lead their clients into 
this life underwriter’s office and receive 
a liberal financial reward. The agent 
offered to pay liberally for all business 
thus sold. 

Is Disturbing Action 


This has resulted in considerable com- 
ment and has proved disturbing to those 
interested in building and maintaining a 
sound agency system, for it strikes at 
the very basis of agency representation. 
It is pointed out that if every agent in 
the city of Chicago made a similar offer, 
one selecting the plumbers, another the 
hardware dealers, and so on down the 
line, everybody would be in the busi- 
ness and no one would be able to call 
it his business. It would kill life insur- 
ance as a profession, if such a practice 
became widespread. As far as can be 
found, there is nothing whatsover ille- 
gal about such a proposition. It is not 
rebating. It is not twisting. In Illinois 
there is no law specifically prohibiting 
subagents in this manner. 

It is, however, strictly unethical and 
contrary to the practice approved by the 
National Association of Life Under- 
writers and those who look upon the 
busifess as a profession. Very likely 
the very agent who makes this offer in 
his advertisement would seriously object 
to the inroads of twisters and rebaters, if 
they were given free reign. It is some- 
what an example of the procedure which 
is not approved in others, but in which 
no ill is seen when practiced by one’s 
self. Such practice, however, is detri- 
mental and even dangerous to the 
foundation of the plan of agency repre- 
sentation. 


STAGING SPECIAL CAMPAIGN 





Guardian Life Is Observing October as 
“President’s Month” for Presi- 
dent Heye 





The Guardian Life has designated 
October as “President’s Month,” and 
the field force has laid plans for a rec- 
ord. volume of production to honor 
President Carl Heye, through whose 
efforts the net earnings of the company 
last year again reached the high mark 
of 56 percent, the highest of any com- 
pany entered in New York state. As 
President Heye’s hobby is gardening, 
a novel idea has been worked out so 
that each agent’s success may be pre- 
sented directly to President Heye in 
the form of a bouquet of applications. 

In securing an application, the agent 
records it by placing on a card a stamp 
representing a portion of a _ garden. 
When a sufficient number of applica- 
tions have been secured to complete 
the card, the whole forms a picture of 
a very attractive garden. On the re- 
verse side of the card there is a form 
for the agent to record the number and 
size of his sales. No definite goal for 
this campaign has been set, but it is 
expected that approximately $14,000,000 
of new business will be written during 
this month. The Guardian’s best pre- 
vious record in any one month was 
established during April this year, when 
$12,700,000 was produced to commem- 
orate Vice-President Hansen’s 30 years 
of loyal and able service to the com- 
pany. 

















q There can be no greater proof 
of the soundness of the ideals 
and practices which governthe 
actions of an organization than 
the unfaltering loyalty of its 
members. Without it, business 
organizations decay, armies 
crumble, nations vanish into 
petty states—for loyalty is the 
outward evidence of inner vir- 
tue—the productof trustworth- 
iness multiplied by magnanimity. 


q Loyalty is but the homage 
that faithful hearts pay to those 
whose word is a bond and 
whose motives are untainted 
with greed or selfishness. It 
is irrefragable proof of the 
triumph of the Golden Rule in 
business. It is the sinew 
which lends an irresistible 
strength to the other abstract 
constituents that compose the 
character of a great institution. 
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PROMINENT H. & A. UNDERWRITERS 
COMMENT ON HEALTH INSURANCE 





the full coverage features of health 

insurance and the future trend of this 
hase of the business THe NATIONAL 
NDERWRITER has asked a number of 
prominent health and accident under- 
writers to express their views on the 
subject, some of whom have commented 
as follows: 


Comment by John Patterson 


John Patterson, vice-president, Mass- 
achusetts Bonding: “As regards the 
question of whether the tendency will 
be to get away from the full coverage, I 
think there has unquestionably been a 
tendency to get away from the unlim- 
ited coverage formerly written by prac- 
tically all companies doing the so-called 
commercial business. Five or six years 
ago there was quite a general tendency 
among the companies in the Bureau of 
Personal Accident & Health Under- 
writers to discontinue life indemnity and 
partial disability, and to tighten up in 
other ways on the unlimited and unre- 
stricted sickness insurance coverage 
which the commercial writing com- 
panies were generally writing. The re- 
cent action of the two companies simply 
goes a little further and applies the 
practise to their established business. 


Underwriting Difficulties 


“Sickness insurance is quite a differ- 
ent proposition from accident insurance. 
In an accident loss there is the history 
and the objective evidence of an injury, 
and the necessity of disablement or the 
extent of the loss is in the majority of 
cases quite easily established and prov- 
en. With sickness disability, the prop- 
osition of cause and effect is in a great 
many cases not so clear, and where the 
payment of indemnity is not conditioned 
on something in the nature of objective 
evidence, such as necessary confinement 
in the home, the fact of disability may 
be very much in doubt or not existing at 
all. This difference, in my opinion, is 
one explanation for the reason why the 
disability writing companies have not 
been able to write full and wide-open 
health insurance coverage with the same 
success that unrestricted and unlimited 
accident coverage has been written. 


Waiting Period Valuable 


“From the standpoint of the carrier, 
in my judgment the most practical and 
successful form of health insurance is 
the kind that provides a waiting period 
of one week and thereafter full indem- 
nity for confinement and partial indem- 
nity for totally disabling non-confining 
sickness, payments limited to a definite 
period of coverage. However, the ex- 
perienced underwriter must ackrowl- 
edge that health insurance of this form 
is not sufficiently broad to meet all re- 
quirements of sickness disability protec- 
tion. It has seemed in the practical 
handling of the different forms of health 
insurance coverage, the broader and 
more comprehensive forms designed to 
give the fullest protection have proven 
impractical for the carriers. It seems 
that, as things have worked out in the 
field of health insurance, the restricted 
forms of coverage have been the most 
successful for the carriers, whereas the 
forms designed to give full and compre- 
- er protection have proved imprac- 
tical.” 


I’ view of the wide-spread interest in 


*. + * 
Ww. G Joh Cc 


W. C. Johnson, vice-president, Mass- 
achusetts Protective: “The practice in 
the past, with many companies, has 
been to issue health and accident pol- 
icies at branch offices; to accept busi- 
ness freely from brokers (who might be 
said to be representing the assured rath- 
er than representing and protecting the 
interests of the companies), and to al- 
low their agency offices in different sec- 


+ 
nts 





companies, possibly at times they have 
permitted a degree of something more 
than liberality in the adjustment of 
health claims rather than jeopardize 
business in other lines. Moreover it has 
been the practice of the companies for 
many years to pay to agents a renewal 
commission for the second and subse- 
quent years equal to the first year com- 
mission, and this has resulted in a com- 
paratively high rate of expense in han- 
dling the business. 


Underwriting Methods 


“Our judgment is that full coverage 
health insurance can be _ profitably 
granted if the method of handling the 
business is changed somewhat. ‘There 
|are some companies which do not ac- 
|cept business from brokers but only 
from their own agents, who are under 
their discipline and control. Business 
produced by such agents will I think 
average better in quality than business 
accepted from all sources. If business 
is carefully selected; claims are paid on 
their merits without consideration of the 
relation of the claimant to other lines, 
and if the expenses are cut down 
through some plan of reduced renewal 
commission, analogous to that followed 
by the life companies, we have no doubt 
that health insurance, giving full cov- 
erage, could be permanently adminis- 
tered in the United States to the satis- 
faction of policyholders and with a rea- 
sonable profit to the companies.” 





*» * * 
Views of W. T. Grant 
W. T. Grant, president, Business 


Men’s Assurance: “It is of interest to 
all of us who are engaged in the disabil- 
ity business to note the action recently 
taken by the Aetna Life, and Connec- 
ticut General Life, with reference to full 
coverage health insurance. Our own ex- 
perience however, does not warrant the 
assumption that there will be any im- 
mediate change in our own underwrit- 
ing practices. Our loss rates on health 
insurance for the first seven months of 
1926 are a little more than 4 percent less 
than during the same period of 1925. 

“This of course is accounted for part- 
ly by the fact that we are gradually in- 
creasing rates at the older ages. I be- 
lieve we are perhaps one of the extreme- 
ly few companies that now increases 
rates on new’policyholders purchasing 
insurance after age forty to the nearest 
birthday. 

“While we do not increase the rate on 
the old ones, yet the higher premium 
on those purchasing the insurance at the 
older ages gives us constantly increas- 
ing premium income per capita, among 
our health policyholders. 


Brokerage Business Poor 


“We feel also that our established 
practice of accepting no business from 
part time men or brokers affords us a 
great deal of protection not enjoyed by 
companies that get a large portion of 
their business in these other agencies. 

“The average broker feels that he is 
representing his client rather than any 
particular company and does not hesi- 
tate to show the client how to handle 
his claim in such a way as to receive the 
maximum benefits. 


Favors Full-Time 


_ “The average part time representa- 
tives are interested also, only in seeing 
that the clients secure as much as possi- 
ble from the company. The fact that 
they devote but a very small portion of 
their time to the company, prevents 
their having any particular spirit of loy- 
alty toward it. I have, as you perhaps 
know, always been a most ardent advo- 
cate of the policy of employing full time 
men only. I feel that this is especially 


important in the case of accident and 
health insurance companies where the 


or against the company in the matter of 
handling claims among his clients. 

“We are constantly studying our 
health insurance experience with the ut- 
most care but do not find anything in 
this experience to justify any alarm or 
radical changes in our present plans.” 

*_ * * 


Brimstin Gives Views 


W. E. Brimstin, secretary, Federal 
Life, Chicago: “I, too, have read with a 
great deal of interest of the rather dras- 
tic measures taken by the Aetna Life 
and Connecticut General in announcing 
that they would write no more full cov- 
erage health insurance. I cannot help 
but commend them for their action be- 
cause I believe they gave too much for 
the money, considering the acquisition 
cost. I have never considered health in- 
surance as an individual money maker 
for our companies—it, in a measure 
stimulates the sale of accident insurance, 
and it is the indirect benefit in this re- 
spect that still keeps us in the field. 
While we write some lifetime health in- 
demnities, our recent policies all have a 
tendency to liberalize the accident ends 
or the special features, and in a measure 
limit the lifetime health feature, espec- 
ially nonconfining illness disability. This 
is where the great danger lies. 


Tendency to Restrict 


“T have a feeling that the tendency of 
American accident and health companies 
will be to gradually get away from life- 
time coverage. This will be particularly 
true of the larger and more stable com- 
panies. A number of the smaller com- 
panies, in order to build up a premium 
income, are promising more than the 
‘tariff will stand’ and they will sooner 
or later come to grief unless they 
change their methods. 

“The Federal is having a splendid year 
notwithstanding the big rush of business 
we had during the first half of 1925. We 
are showing a substantial increase over 
that remarkable period and what is par- 
ticularly gratifying is a steady increase 
in free service. During the first six 
months our direct accident and health 


premiums, outside of reinsurance or 
newspapers, increased approximately 
$100,000.” 

* * * 


J. W. Scherr Expresses Views 


J. W. Scherr, president, Inter-Ocean 
Casualty: “I think the company officials 
have felt for some time that the health 
feature of the policies has been a losing 
pronnsition. T think companies like the 
Aetna have been responsible to a very 
large exient tor this condition, owing to 
the fact that they were pioneers in get- 
ting out policies that did not require 
house confinement for sickness. This 
could only have one tendency, and that 
was to encourage claims for all sorts of 
minor illnesses. We have been encour- 
aging our agents to feature the policies 
with a waiting period of one or two 
weeks under the illness provision of the 
policies. We have felt, however, that 
our situation was somewhat different 
from that of the companies which con- 
fine their business to commercial lines, 
because a very large proportion of our 
business is industrial and the industrial 
classes of people are not as a rule situ- 
ated financially so as to carry any of 
their own insurance. 


Sees General Change 


“TI am firmly convinced, however, that 
companies writing health insurance will 
be forced to adopt the waiting period on 
all policies of any size, which does not 
mean that this will necessarily be re- 
quired in the industrial branch of the 
business. 

“I do not think our trouble is due to 
the fact that more people are sick than 
formerly, but rather because policy- 
holders are becoming more educated to 
making claims on companies and are be- 
ing encouraged to put in claims for dis- 
abilities covering a very short period of 
time. I also agree, as stated above, that 
the companies that have been issuing 








tions of the country to settle claims. If 
the companies have been multiple line 


agent has so much influence either for 


NOW HAS 60 MEMBERS 


TWO COMPANIES ARE ELECTEp 





Southland Life of Texas and Union My. 
tual of Maine Now in Presidents’ 
Association 





NEW YORK, Oct. 7.—The Southland 
Life of Dallas, Tex., and the Union My- 
tual Life of Portland, Me., were unani- 
mously elected to membership at the 
meeting of the Association of Life Insur- 
ance Presidents last Friday. The asso- 
ciation now has 60 members. The addi- 
tion of Maine and Texas makes 20 
states in which member companies are 
domiciled. 

The Southland Life was organized in 
1908 and began business in 1909. Its 
president is Harry L. Seay. Its ad- 
mitted assets, as of Dec. 31, 1925, were 
$11,039,404 and its insurance in force 
on that date amounted to $100,077,572. 

The Union Mutual Life was incorpo- 
rated in 1848 and began business in 1849, 
Its president is Arthur L. Bates. Its 
admitted assets, as of Dec. 31, 1925, 
were $14,868,055 and its insurance in 
force on that date amounted to $74,- 
483,539. 


BIG POLICY FOR OPERA STAR 





$500,000 Written on Marion Talley; 
$200,000 to Create a Fund for 
Music Students 





The New York Life this week ap- 
proved policies totaling $500,000 writ- 
ten on the life of Marion Talley, the 
famous singer, by William A. Buchholz, 
agent of the company at Oklahoma 
City, who has long been a friend of the 
Talley family. The application was 
written in Oklahoma City recently. One 
policy is for $300,000, with her parents 
and her sister named as_ beneficiaries. 
In the event of Miss Talley’s death 
each is to receive $100,000. 


To Start Fund 


The other policy for $200,000 was 
taken out to create a trust fund to aid 
poor young people of talent in obtain- 
ing musical educations. On Miss Tal- 
ley’s death the money will be paid to 
a Kansas City trust company to admin- 
ister. At a recent concert in Kansas 
City Miss Talley raised more than $11,- 
000 to train a young sineer from Mis- 
souri. She was so pleased with her 
success in being able to help a strug- 
gling young artist that she thereupon 
decided to work out a broader plan. 








without requiring house confinement, 
have been a big factor in increasing the 
number of claims presented.” 
* * & 
Views of T. M. Simmons 

Ted M. Simmons, assistant superin- 
tendent of agents, Pan-American Life: 
“I am sorry that the larger accident and 
health companies are showing a ten- 
dency to Testrict the coverage under 
health policies for I do not believe one 
can emphasize too strongly the harm 
limited policies are doing to the insuring 
public, the companies and the agents. I 
realize, however, that some step must 
be taken to remedy the unfavorable 
claim experience companies are experi- 
encing with their health insurance. The 
answer, however, does not in my opin- 
ion lie with changing the coverage but 
is instead a matter of rates. I believe 
the public wants full coverage insurance 
and I believe it is willing to pay the 
premium which full coverage insurance 
demands. 

“If it has been proven that the present 
premium for health insurance is inade- 
quate, then why not get after the matter 
from its base and increase the premium 
to correspond with the coverage instead 
of reducing the coverage to correspond 





policies covering disability from sickness 


with the premium?” 
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CHANGES IN DISABILITY POLICIES 


Brief Review of News About Policies, 
oe PS he ee fee wee) A Published 
onthly by The National Underwriter Company. 





Riders and Rates, Which Are Gives 








PEERLESS CASUALTY 


The Peerless Casualty has issued a 
new monthly premium policy known as 
the “Pe-Cas-Co Non- Cancellable In- 
come Protection Policy.” The insuring 
clause of this policy is worded, “Against 
the effects resulting from personal 
bodily injury which is sustained solely 
and independently of all other causes by 
the happening, of a purely accidental 
event.” This is one of the first of the 
monthly premium policies to adopt the 
“accidental event” insuring clause. The 
“Pe-Cas-Co Policy” omits standard pro- 
vision 16, and is non-cancellable for any 
term for which it may be renewed. It 
is unique also in providing for payment 
of double the principal sum for loss of 
both eyes, both hands, both feet, one 
eye and one hand, one eye and one foot 
or one hand and one foot. Full monthly 
indemnity is provided for a period of 
five years for complete loss of time due 
to accident and one-fourth monthly in- 
demnity during remaining period of 
total disability. Twelve months is the 
maximum indemnity period for loss of 
time due to sickness. 

* * * 
CONNECTICUT GENERAL 


The Connecticut General has issued 
a new accident contract providing dou- 
ble indemnity for automobile and street 
accidents, as well as for the ordinary 
travel accidents which have heretofore 
been covered under the double indem- 
nity provision. The policy is also mod- 
ernized by providing regular indemnity 
for injuries sustained “While the in- 
sured is riding as a fare-paying passen- 
ger in a licensed passenger airplane 
operated by a licensed pilot over routes 
between fixed termini and owned and 
controlled by a dulv organized aero- 
nautical corporation.” 

x * * 
CONTINENTAL ASSURANCE 


Effective Oct. 1, the Continental Cas- 
ualty discontinued writing all non-can- 
cellable accident and health policies ex- 
cept the aggregate disability non-can- 
cellable policies. The Continental Casu- 
alty will continue to write the aggregate 
disability policies while all of the indem- 
nity-for-life policies, policies without an 
aggregate indemnity restriction, will be 
written by the Continental Assurance. 
_The Continental Casualty will con- 
tinue writing the aggregate disability 
non-cancellable policies at the same 
rates in the select and preferred classes, 
but rates on these policies for all other 
classes have been increased slightly. 

The new non-can policy issued by the 
Continental Assurance is very similar to 
the Continental Casualty’s aggregate 
disability non-can policy except, of 
course, for the omission of the agegre- 
gate disability indemnity provision. The 
new policy includes a surgical operation 
provision. The Continental Assurance 
non-can policy is the first of such poli- 
cies to include a surgical operation bene- 
fit. The surgical operation benefit clause 
follows closely such clauses in regular 
policies. The Continental Assurance 
policy rates are somewhat higher than 
those which were in force for the Con- 
tinental Casualty unrestricted non-can 
policy. 

o--*) @ 
SUN INDEMNITY 


The Sun Indemnity has issued five 
new policies from its accident and 
health department. Two of these are 
regular policies for sale by Sun Indem- 
nity representatives. A third is a De- 
terred Payment Disability Policy, guar- 
anteeing payment of the balance due on 
notes by purchasers of automobiles and 
sold in connection with Studebaker cars 
through the Industrial Finance Com- 
pany, which finances sales of that auto- 
mobile. Two of the policies are perma- 


meet the needs of policyholders of the 
Mutual Benefit Life. These last two 
contracts are non-cancellable to age 60, 
and are written to cover the amount of 
the annual premium of the life insurance 
policy for which it is to be a guarantee. 
One of these permanent disability poli- 
cies is for use with ordinary life con- 
tract and the other for use with limited 
payment life insurance contracts. 

The Income Accident Policy and the 
Sun Health Policy are the two new reg- 
ular contracts. The Income Accident 
Policy follows very closely present Sun 
Accident Policy Form 40, except that it 
does not cover indemnity for loss of life. 
The health policy will be written only 
in connection with accident insurance 
written in the Sun and will not be writ- 
ten for a greater amount than the acci- 
dent indemnity. In this policy, indem- 
nity for loss of time is limited to 52 
weeks with the exception of the perma- 
nent disability provision which in cer- 
tain cases would extend payment to 100 
weeks. 

The Sun has also reduced rates for 
its accidental death policy when sold 
to women from $3.00 in the select and 
preferred classes to $2.00. 

* - * 
OCEAN ACCIDENT 


Both the Ocean Accident & Guarantee 
and the Columbia Casualty have issued a 
special $5 automobile accident policy 
with principal sum of $1,500 and a 
weekly indemnity of $25. The insuring 
clause is relatively simple for automobile 
policies covering losses effected through 
accidental means and sustained “while 
operating, driving, riding in, demonstrat- 
ing, adjusting or cranking a private pas- 
senger automobile or while riding as a 
passenger in a public passenger automo- 
bile; in consequence of the explosion or 
burning of an automobile; in conse- 
quence of suffocation caused by carbon 
monoxide gas from the exhaust of an 
automobile; in consequence of being 
struck or run down by an automobile.” 

Weekly indemnity is paid for not ex- 
ceeding 26 weeks for total disability and 
for not exceeding four weeks for partial 
disability. Hospital expense or nurse 
expense of $15 a week is paid for not 
exceeding five weeks. 


* 
FIDELITY AND CASUALTY 
The Fidelity & Casualty has issued 


a new accident policy which closely fol- 
lows its regular forms, except that it 
pays for total loss of time for not ex- 
ceeding 104 weeks instead of for period 
of disability. Payment for partial dis- 


ability is not to extend over 26 
weeks. It also contains an optional 
agreement providing that the assured 


for all principal sum losses except loss of 
life may elect to receive total or par- 
tial disability payments to which he 


is entitled. 
* * * 


GREAT NORTHERN LIFE 


The Great Northern Life has issued 
a “Complete Protection Policy” which 
is to be sold only to Great Northern 
policyholders in the life department. It 
is written on the aggregate disability 
indemnity plan, the aggregate disability 
indemnity provision applying to both 
the accident and illness coverage. In 
comparison with the ordinary disability 
policy, the ageregate disability provis 
ion has the effect of limiting the time 
for which total disability payments for 
accident will be made and extending the 
time for which total disability payment 
for sickness will be made. The prac- 
tical effect, so far as accident coverage 
is concerned, is virtually nil, for the rea- 
son that the policy will certainly cover 
for eight years, and the percentage of 
claims for accident disability extending 
beyond this length of time is negligible, 





nent disability contracts prepared to 








almost non-existent. On the other 
| 





Connecticut General News 
Hartford, Conn. 








The Buggy Maker 
Who Survived 


One of America’s largest motor 
car manufacturers made buggies 
twenty years ago. The invention 
that put his competitors out of busi- 
ness made him rich, because he kept 
up to the times. 


We have just got out a new full 
coverage Accident policy. Double 
indemnity clause broadened to in- 
clude automobile accidents. Special 
airplane travel clause, too. 


You will make money and keep 
clients’ confidence by offering this 
up-to-date contract. Circular on re- 
quest. Connecticut General Life In- 
surance Company. 
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0. J. ARNOLD 
nror to his election as 
President of North- 
western National in 1925, 
O. J. Arnold was for 25 
years a director and member 
of executive and finance 


NORTHWESTERN 
NATIONAL ~~ 
Al Strong Board of Directors 














committees of the Illinois 
Life, and during that 
period held the title of 
Secretary and Actuary. He 
is on the directorate of a 
number of large  well- 
established enterprises. 
Mr. Arnold was active 
in the revision of the Illi- 
nois insurance laws in 
1907, many of the laws 
then enacted having been 
embodied in the legislation 
of other states, including 
the “Illinois Standard” 
Policy Reserve Valuation 
law, and in 1920 was a 
member of the joint com- 
mittee through whose ef- 
forts this law was recog- 
nized as a standard of 
solvency by those eastern 
states which had previous- 
ly denied admission to 
companies operating on 
this basis. In 1912 and 
1914 he served two terms 
as President of the Ameri- 
can Institute of Actuaries. 
Mr. Arnold is a director 
and a member of the ex- 
ecutive committee of 
Northwestern National. 
This is the last of «a 
series of advertisements 
on the Board of Directors 
of Northwestern Nationa 
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You may believe there is nothing 





new under the sun, but after con- 





sidering our General Agency 
proposition you may not be so 
sure about it. 


HE Gem City Life was or- 
i ganized in 1911. For over 
| 15 years the company has 
had a steady and satisfactory 
growth. Old enough to have se- 
cured valuable underwriting ex- 
perience —big enough to have 
financial stability—young enough 
to have high ideals and great am- 
bition, and small enough to be 
able to maintain a personal con- 
tact with its agents. The Gem 
City Life is an ideal organization 
in which you will find all the 
good things you have been seek- 
ing in a company. 





General Agency Openings in 
West Virginia, Georgia, Ala- 
bama, Louisiana, S. E. Ohio 


The GEM CITY LIFE 


INSURANCE COMPANY 
Dayton - - Ohio 











| L A. MORRISETT, Vice-President 
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eoua la., Ark., Dela., D. C., Fia., Ge., Ill., Te., Kans., Md., Mich, 
We have openings in AN’ Mc W.C. Okla... D.,W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. : 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
plan. 








Participating and Non-Participating Policies. 
Same Rates for Males and Females. hy bee 
Double Indemnity and Total and Permanent Disability features for Males 


and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 

















OUR NINETY-FIRST BIRTHDAY 


Ninety-one years ago, April 1, 1835, Massachusetts chartered 
the New England Mutual. This is the oldest Charter now exist- 


The granting of this Charter had a vast ane oe for it 
introduced a New Idea, which cleared the way for present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 





> 








hand, the illness claims extending be- 
yond one year, while not numerous, are 
much more likely to occur than accident 
claims extending beyond eight years. 
The plan, where the aggregate disabil- 
ity indemnity provision is used, is to 
pay 1 percent of the total aggregate 
disability indemnity each month for 
loss of time. Thus, the policy would 
pay indemnity over a period of eight 
years plus. 


The “Complete Policy,” almost free 
from “extras,” includes, however, pro- 
vision for elective indemnities, payment 
of a fee for medical treatment of ill- 
ness or injury not disabling the assured 
and an identification provision under 
the accident coverage. 








STATEMENT OF THE OWNERSHIP, 
MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACT OF CONGRESS 
OF AUGUST 24, 1912. 


Of THE NATIONAL UNDERWRITER, 
Life Insurance Edition, published weekly 
at Chicago, Illinois, for April Ist, 1926. 

State of Illinois, 

County of Cook, 


Before me, a Notary Public, in and for 
the state and county aforesaid, person- 
ally appeared John F. Wohlgemuth, who 
having been duly sworn according to 
law, deposes and says that he is the 
Business Manager of the National Under- 
writer, Life Insurance Edition, and that 
the following is, to the best of his knowl- 
edge and belief, a true statement of the 
ownership, management (and if a daily 
paper, the circulation), etc., of the afore- 
said publication for the date shown in 
the above caption, required by the Act of 
August 24, 1912, embodied in section 411, 
Postal Laws and Regulations, printed on 
the reverse of this form, to-wit: 

That the names and addresses of the 
publisher, editor, managing editor and 
business managers are: 

Publisher—The National Underwriter 
Co., New York, Cincinnati, Chicago. 

Managing Editor—C. M. Cartwright, 
Evanston, Ill. 

Associate Editors—H. J. Burridge, 
F. A. Post, C. C. Nash, Jr., Chicago, Il. 

Business Manager—John F. Wohlge- 
muth, Hinsdale, IIl. 

2. That the owner is: (If owned by a 
corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one percent 
or more of total amount of stock. If 
not owned by a corporation, the names 
and addresses of the individual owners 
must be given. If owned by a firm, 
company, or other unincorporated con- 
cern, its name and address, as well as 
those of each individual member, must 
be given.) 

The National 


ss. 


Underwriter Co., New 
York, Cincinnati, Chicago. E. J. Wohl- 
gemuth, Cincinnati, Ohio; C. M. Cart- 
wright, Evanston, Ill.; H. J. Burridge, 
Chicago, Ill.; G. W. Wadsworth, Chicago, 
Ill.; John F. Wohlgemuth, Hinsdale, IIL; 
H. M. Diggins, Cincinnati, Ohio; R. E. 
Richman, Cincinnati, Ohio. 

3. That the known bondholders, mort- 
gagees and other security holders own- 
ing or holding 1 percent or more of total 
amount of bonds, mortgages or other se- 


ecurities are: (If there are none, so 
state.) 
None. 
4. That the two paragraphs next 


above, giving the names of the owners, 
stockholders, and security holders, if 
any, contain not only the list of stock- 
holders and security holders as they 
appear upon the books of the company, 
but also, in case where the stockholder 
or security holder appears upon the 
books of the company as trustee or in 
any other fiduciary relation, the name of 
the person or ‘corporation for whom 
such trustee is acting, is given; also 
that the said two paragraphs contain 
statements embracing affiant’s full knowl- 
edge and belief as to the circumstances 
and conditions under which stockholders 
and security holders who do not appear 
upon the books of the company as trus- 
tees, hold stock and securities in a ca- 
pacity other than that of a bona fide 
owner; and this affiant has no reason to 
believe that any other person, associa- 
tion, or corporation has any interest 
direct or indirect in the said stock bonds, 
or other securities than as so stated by 
him. 

JOHN F. WOHLGEMUTH, 

Secretary. 

Sworn to and subscribed before me 
this 27th day of September, 1926. 
GEO. W. GREEN, 


NEW BROCHURE IS OUT 


OUTLINE TREASURER’S DUTIES 





Metropolitan Life Booklet Takes Up 
Management Problem—Second 
in Series 





What should the treasurer do? This 
question is answered in a booklet just 
published by the Policyholders’ Service 
Bureau of the Metropolitan Life under 
the title of “The Functions of the Treas- 
surer” in which a study is made of the 
duties of the treasurer as they have 
been developed in certain brilliantly 
managed companies. ‘ 

The findings of this report are in sharp 
conflict with the view that the function 
of finance is outside the province of 
management proper being a matter for 
the owners of the business or the share- 
holders or their representatives. The 
report holds that it is fruitless to make 
such a differentiation between financing 
and the other functions of a business. 

The various duties of the treasurer are 
discussed in detail including both routine 
and special or unusual functions. A 
chapter is devoted to a discussion of 
those functions which are commonly ex- 
ercised by treasurers but which are so ex- 
ercised in violation of good organization 
practice such as the function of account- 
ing and control. Under the head of 
money economy the latter part of the 
booklet takes up those functions which 
lift the treasurership from a largely 
routine job to a most vital factor in 
management. 

This report is the second of a series 
now being published by the Metropoli- 
tan on business organization. Each 
booklet takes up the functions of some 
corporate official The booklets are 
printed primarily for the benefit of com- 
panies carrying group insurance with the 
Metropolitan but copies of this and the 
first one of the series—functions of the 
comptroller—may be obtained without 
cost by writing to the Policyholders’ 
Service Bureau. 


Film Phoenix Mutual Activities 


The offices of the Phoenix Mutual 
Life in Hartford were turned into a mov- 
ing picture studio on Sept. 30, and 
President Archibald A. Welch and Vice- 
president Winslow Russell played the 
leads in a cinema production arranged 
by Cyrus T. Stevens, head of the adver- 
tising department. 

The picture will include the workings 
of the various departments, including pic- 
tures of salesmanship classes in session. 
It will be used throughout the country 
in promotion of sales work and estab- 
lishing agencies. The story is of a 
young man with a family who has 
reached a standstill in business life. He 
enters a salesmanship class of the Phoe- 
nix Mutual and his successful career is 
portrayed thereafter. 

The work on the picture will con- 
tinue for another month in the various 
departments of the company and at the 
home of Winthrop Robbins, manager of 
the Springfield office. Mr. Stevens said 
that this was the first time that a motion 
picture will have been used for the sell- 
ing of life insurance and that its use will 
probably be watched with interest. 


Buys Surety Company Stock 


Rogers Caldwell, head of Caldwell & 
Co., investment bankers of Nashville, 
Tenn., controlling the Inter-Southern 
Life of Louisville and three other com- 
panies, announced this week that he 
had purchased more than $1,000,000 of 
the stock of the Southern Surety of Des 
Moines, one of the largest companies 
of its kind in the country, and making 
the fifth insurance company in which 
the company had secured holdings. The 
Caldwell interests also have the Miss- 
ouri State Life, Cotton States Life and 
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North American National Life. 
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4 COOPERATION WITH TRUST COMPANIES 
Opinions of Various Speakers at Provident Mutual's Diamond Jubilee 


Convention 








Albert H. Yost, assistant secretary.— 
There are two reasons why life com- 
panies cooperate with trust companies in 
the plans ot the latter for conserving 
the proceeds of life insurance policies. 
One reason is based on_ self-interest, 
and the other on the service which we 
owe to our policyholders. It has been 
estimated that at the present time there 
are about 2,700 trust Companies tn this 
country, with a reserve of $18,000,000, 
900. In addition to that, there are 2,100 
national and state banks with trust de- 
partments. Altogether, these institu- 
tions are said to control about $70,000,- 
000,000 of wealth when their resources 
and trust estates are taken into consid- 
eration. Obviously, this group of insti- 
tutions, by reason of its number and 
the wealth which it controls, exercises 
an enormous influence not only over 
the financial situation of the country, 
but also over its general economic wel- 
fare, and their cooperation in any line 
of business endeavor is well worth ob- 
taining. Of particular importance to 
the life insurance counselor is the fact 
that these institutions in their daily 
business dealings come into intimate 
contact with thousands of individuals 
who constitute the thriftiest section of 
our population. Their depositors are 
essentially savers of money. Their cli- 
ents are business men with established 
credit reputations. As a result, it will 
be difficult to find anywhere a more 
satisfactory group of prospects for life 
insurance than the depositors and clients 
of these institutions. 


Realize Insurance Value 


The ordinary business experience of 
the officers of these institutions has, 
fortunately, impressed upon them very 
keenly the enormous value of life in- 
surance. Their contact with their 
clients is very close and very personal, 
and in these confidential relations they 
learn a great many things about their 
clients that are not generally known to 
other people. As executors and admin- 
istrators of small estates, they have wit- 
nessed the distress caused to families 
by the sudden taking away of the bread 
winner. Acting in the same capacity 
for the estates of men established in a 
business, they have struggled with the 
problems which arise in such a business 
when the head is suddenly taken away, 
and they have realized how much more 
easily the conduct and reorganization of 
such a business would have been with 
the help of adequate life insurance funds. 
In the management of large estates, 
they have learned only too well of the 
enormous shrinkage which may _ take 
place in such estates because of will 
contest, administration expenses, inheri- 
tance and estate taxes, and the losses 
due to the forced sale of securities for 
the purpose of raising ready cash to 
meet the necessary expenses, For many 
years they have had to wrestle with 
these problems, and their unanimous 
testimony is that adequate life insur- 
ance protection is the only sound solu- 
tion. What is perhaps of more import- 
ance and more effective, is the fact that 
daily hundreds of these trust officers 
are telling their clients of the benefits 
of life insurance and advising them to 
buy more and still more protection. 


Cooperate With Trust Companies 


Under these conditions, it would seem 
that the only sound policy for the life 
insurance man to pursue would be one 
of active cooperation with the trust 
companies in their policy of promoting 
the sale of life insurance, and particu- 
larly in their efforts to conserve the 
proceeds of life insurance through trust 
agreements. The real reason, however. 
why it seems to us that life insurance 
men should cooperate to the fullest ex- 
tent with trust companies in their life 
insurance conservation program arises 








out of the service which we owe to our 
policyholders. Above all else, there 
rests upon us the obligation to provide 
each policyholder who relies upon us 
for expert counsel and advice the type 
of insurance and insurance settlement 
which best meet his needs. We have 
preached this doctrine from one end of 
the land to the other, and we will fail 
in our duty if we do not live up in full 
measure to our profession. 


Should Replace Earning Power 


Trust companies have been writing 
life insurance trusts in any appreciable 
number only since about 1920. Long 
before that, life insurance executives 
and salesmen were conscious of the fact 
that their fullest duty toward their pol- 
icyholders had not been accomplished 
when they sold the lump sum life in- 
surance. Out of long and bitter experi- 
ence was evolved the conviction that 
life insurance was performing its full 
duty only when it replaced so far as 
possible the income cut off by prema- 
ture death by a similar income arising 
out of the proceeds of life insurance. 
The arguments in favor of income in- 
surance have become too well estab- 
lished to need repetition, and for 15 
years life insurance companies, with 
their characteristic enterprise, have met 
the situation by means of income poli- 
cies of various types, and particularly 
with the options of settlement. With- 
in their own field and for a great many 
purposes these options and income poli- 
cies cannot be adequately replaced by in- 
surance trusts, and there is every sound 
reason why we should continue to rec- 
ommend them to a great body of our 
policyholders for whom they are the 
only appropriate method of life insur- 
ance settlement. 


Cases for Trust Companies 


There are, however, conditions under 
which the income policy and the op- 
tional settlement is not the proper 
method of providing for the conserva- 
tion of the life insurance funds, and un- 
der such circumstances it seems to us 
that it is our plain duty to our policy- 
holders to recommend that they take 
advantage of the very excellent service 
which the trust companies are prepared 
to render along this line. Such cases 
arise, for instance, where a policyholder 
has insurance in a number of companies 
and it is desirable to combine all of the 
insurance under one form of settlement. 
Usually this cannot be satisfactorily oc- 
complished by means of the options of 
settlement because of the wide varia- 
tion which occurs in the different com- 
panies in their forms of settlement 
agreement. Furthermore, where the 
amount of insurance is quite consider- 
able and the contingencies which the 
policyholder desires to cover are num- 
erous and complicated, it usually de- 
velops that the options of settlement 
are likely to be too rigid. This is par- 
ticularly true where the conditions of 
the insured’s business and family make 
it advisable that there should be a rea- 
sonable amount of flexibility in the pro- 
visions for the administration of the 
insurance funds. Some types of educa- 
tional agreements, estates where it may 
become desirable to draw upon the prin- 
cipal sum under certain conditions, or 
where it may become necessary to as- 
sist the executor or administrator in 
the working out of business problems 
or the meeting of inheritance taxes and 
other expenses, can usually be met only 
by a proper form of insurance trust 
agreement, because a life insurance com- 
pany is not organized to perform those 
functions which are peculiar to a trus- 
tee. They cannot be in personal touch 
with the beneficiaries of a trust and 
they cannot undertake obligations cov- 
ering the element of discretion. Under 
such conditions, therefore, the life in- 
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The Springfield Life Insurance Company has re- 
cently opened Branch Offices in Kansas, Oklahoma 
and Texas. For the Live, Wide-Awake Producer 
there is an opportunity to get in on the GROUND 
FLOOR and secure a REAL GENERAL AGENCY 
contract in these states. 





Already a portion of the desirable territory has been 
assigned. Other assignments are pending. Prompt 
action will secure a LIFE LONG CONTRACT with 
Liberal First Year Commissions and NON-FOR- 
FEITABLE RENEWALS. 


Our PROSPECT BUREAU is placing in the hands 
of our Agents BONA-FIDE INTERESTED PROS- 
PECTS. We are taking our FIELD MEN out of 
the class of “Sidewalk Merchants,” “Peddlers,” 
“Solicitors” and “Canvassers.” 


Our “PREFERRED ORDINARY LIFE” Policy 
meets all competition. The Net Cost is Exceedingly 
Low. 


Our New “OPTIONAL LIFE INCOME AND EN- 
DOW MENT” Policy has met with instant approval. 
The Large Annual Dividends paid by the Company 
makes the net cost on all plans competitive. 


If interested write either of the following 
or the Company: 


FORD AND FORD 
State Managers for Texas 
3551 University Blvd. 
DALLAS, TEXAS 


E. H. LAW 
State Manager for Kansas 
229 South Hydraulic St. 
WICHITA, KANSAS 


J. 3 COE 
State Manager for Oklahoma 


(Temporary Address) 
1400 Topeka Blvd. 


TOPEKA, KANSAS 


Serve and Succeed With 
the Springfield 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


A. L. HEREFORD, President 


SPRINGFIELD, ILLINOIS 


C. HUBERT ANDERSON 
Superintendent of Agencies 
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Your Prospect’s Future 





UNITED LIFE 
AND ACCIDENT INSURANCE COMPANY 


Concord 


is the same as your own 


When you line him up for the policy he wants, 
and the policy he needs, you have made a staunch 
friend, and contented customers mean repeat 
orders in insurance as well as other lines of 
business. Sell this contract: 


Any natural death........++++++++$5,000 
Any accidental death ........++.+ 1000 
Certain accidental deaths........ 15,000 
Accident Benefits $50 per WEEK. 
on-cancellable ) 
Also Disability Income, Waiver of 
Premiums, etc. 





ALL IN ONE POLICY 











You can see how worthy such a contract is in 
the hands of a progressive agent and we invite 
you to give serious consideration to the United 
Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice President, , wee E. Reed, will tell 
you all about it. Write him direct .... and 
directly. 


New Hampshire 


ll 


Inquire! 








A Loyal Efficient, Agency, Corps 


Back of the success of a life insurance company is a force of enthusiasti 
women in the field, followin = 2 mam ent 
have confidence and pride. 
vidual success stand upon the service 
the proving test. 

The Mutual Life of New York, the first American legal reserve life in 
company, has for yey years met the ee i See 
Today, this Company's 
and carried on by loyal, 

They have unsurpassed 
forms of tnameenee (ages 10 to 70 
ability and Double In ity Benefits; 
tures of service the Company deems 

They take a pride in buildin tly wi a great lo i 
successful for the ¢ F i cee Deve. - AS NE SMS carne eonpe 

Those who contemplate life insurance field work as a vocation are invited to write to 


The Mutual Life Insurance Co. 


a vocation they like and serving a com in which they 
eir value to their respective communities om | their own indi- 
their company renders to its constituent members— 


test of service to its members. 
h prestige accorded to public service and achiev born 
eficient and contented field workers. - a . 


contracts and facilities to offer to their public—all standar 


and annuities, both for men and for women; Dis- 
icy loans in branch agéficies, and all other fea- 


Company and for 


of New York 


34 NASSAU STREET 
NEW YORK, N. Y. 











THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 
Founded 1860 


anything more we could say, except that 
to stop there. Men of the right calibre will find their 


T. LOUIS HANSEN, Vice-President 


gf 
Hi 
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under the Laws of the State of New York 
5®@ UNION SQUARE, NEW YORK 

















surance counselor should feel a very 
deep obligation to direct his client to an 
established institution which has the 
necessary facilities for administering in 
the best manner his life insurance es- 
tate. 

It remains only to suggest how we 
can best cooperate with our allies in 
the business. First of all, the counselor 
who sets out upon such a course must 
familiarize himself with the organi- 
zation and the functions of a trust com- 
pany. He must know that primarily it 
is organized to conserve wealth. Its 
business is to manage the property ot 
other people, to act as trustee, guardian, 
executor and administrator. Having 
done this, he must study the standing 
of his local trust companies, because in 
recommending to his prospect or policy- 
holder the services of a trust company, 
he is assuming a good deal of an obli- 
gation and is, in a sense, vouching for 
the reliability of the institution he is 
recommending. Clearly, before assum- 
ing such a responsibility, he must be 
satisfied in his own mind that the local 
banks and trust companies are conduct- 
ing their business on the same high 
plane and with the same sense of re- 
sponsibility to their clients as the life 
company with which he is connected. 


Get Acquainted With Officers 


Having satisfied himself of this, his 
next step will be to get acquainted with 
the officers of the trust company or 
companies in his community, because if 
he is to cooperate with them he must 
know them and they must know him. 
Furthermore, they can be in a great 
many cases of enormous assistance to 
him in solving some of the problems 
which arise in his work. They are 
necessarily experts in the problems of 
taxation. With regard to local taxa- 
tion, they can often be of much more 
assistance to him than can his own 
home office counsel. And he will also 
find them extremely valuable in persuad- 
ing a hesitating prospect that he needs 
more life insurance than he is carry- 
ing. In many cases they can assist 
and cut down sales resistance, and the 
life insurance counselor should not hesi- 
tate to avail himself of their services. 
Above all, in those cases where appro- 
priate he should show his good will 
and his good sense by recommending 
to his clients that they take advantage 
of the very excellent services which 
these institutions are offering in the 
conservation of life insurance estates. 

* * * 

T. L. Landress, Chattanooga.—If you 
are thoroughly posted on life insurance 
trusts and you convince your prospect 
of this fact, he will talk to you inti- 
mately about his life insurance estate, 
and in talking to you intimately about 
his life insurance estate and about mak- 
ing a trust agreement, if there is a rea- 
son for his buying more life insurance. 
you may rest assured that it will be- 
come apparent both to the prospect and 
to you. It is my own personal belief, 
however, that too often in talking to 
prospects about trust agreements the 
agent lets it become known that the 
paramount thing in his mind is to write 
the prospect additional insurance. As 
a matter of fact, he should impress the 
prospect with the fact that he is very 
anxious, indeed, really to help him to 
make an arrangement which will, in the 
very best possible way, conserve and 
distribute his estate after his death. 


Keep in Touch With Officers 


Now, I made it a point to keep in 
just as close touch with all of the trust 
companies and to form as many favor- 
able contacts as possible. One of the 
largest trust companies was not very 
active in the field of life insurance 
trusts, one of the heads of the trust de- 
partment not being overly enthusiastic. 
I had a conference with the president 
and vice-president of this institution and 
they are now doing a lot of advertising 
for life insurance and cooperating with 
us in a fine way. One of our trust com- 
pany heads is very enthusiastic about 
life insurance trusts; in fact, he was the 
pioneer in that respect in Chattanooga. 


enthusiastic about life insurance, and jp 
discussing life insurance trusts with his 
clients he does not hesitate to tell them 
that they haven’t enough life insurance 
and, while he cannot tell them to go 
to any particular company, the very 
fact that he is president of a great bank 
and tells them that they haven’t enough 
life insurance takes the place of a lot 
of argument on the part of a life insyr- 
ance man. I never miss an opportun- 
ity of discussing this matter with the 
heads of banks, for they wield a pow- 
erful influence, but in order to get the 
banks to boost your business, you must 
be willing to boost theirs. 
x * * 

G. C. Summy, Oklahoma City.—, 
study of trust companies convinces me 
that they are a very important adjunct to 
the life insurance counsellor. Of course, 
this plan is only to be used on a select 
list of policyholders. We carry a folder 
and advise the policyholder that we 
have some information regarding trust 
companies and their function that he 
will probably be interested in. We say: 
“Mr. Prospect, you have two distinct 
kinds of estate—your life insurance es- 
tate and your personal estate, such as 
stocks, bonds, real estate, etc. You, of 
course, handle your personal estate and 
by your ability are able to earn money 
from which you keep your life insur- 
ance estate alive. The two estates are 
dependent on one another. Now, as 
long as you live you look after your 
personal estate, but if you were sud- 
denly taken out of the picture, who 
would manage your personal estate?” 


Show Trust Company Function 


At this point of the discussion we 
call his attention to the folder contain- 
ing the advertisement, and show him 
how trust companies function. A sketch 
is shown on a blank piece of paper to 
visualize this plan in action. At this 
time we generally have a discussion re- 
garding the cost of executors’ fees, 
financial standing of the trust company 
he would probably name which, of 
course, the agent should be well posted 
on. The discussion of cost of winding 
up his estate, and converting his vari- 
ous stocks and real estate into high 
class bonds, enables him to see very 
vividly that there will be considerable 
shrinkage of his personal estate. 

_ We find that prospects who will be 
interested in this kind of an interview 
are generally working on a program 
of from five to ten years’ expecting to 
get their personal estate in better shape. 
We are able to extract a smile by say- 
ing “A prospect told me the other day 
that he wouldn’t want to be caught dead 
with some of the worthless stock he had 
on hand.” The prospect is easily im- 
pressed that he might be taken from the 
picture and not be able to complete his 
five or ten years’ program. We then 
suggest a funded life insurance trust to 
offset the loss if he didn’t live to com- 
plete his program. We assume that he 
has income securities. If he admits he 
hasn’t, we suggest an unfunded life in- 
surance trust. 

* * * 


John M. Brown, Winston-Salem, 
N. C.—My experience has clearly dem- 
onstrated the fact that a representative 
of the trust company, a man well in- 
formed on life insurance, wills, insur- 
ance trusts, inheritance and estate taxes 
will’ gladly call on a prospect, either 
alone or with me, as the occasion de- 
mands, for a conference on life insur- 
ance, regardless of whether the pros- 
pect is or is not a customer of his in- 
stitution. 

I have found it advantageous to ar- 
range wherever possible to sit in the 
conference with the client and the trust 
company representative, but suppose 
this is not practicable in some particu- 
lar case. The client and the trust com- 
pany representative find in their discus- 
sion a need for additional insurance. 
Then what? Who is most likely to be 
called in? The life insurance man who 
had_ shown sufficient interest in the 
man’s affairs to suggest an insurance 
trust and bring the man in touch with 
the trust company, or some life insur- 





It is very fortunate that he is also very 
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NEW TYPE OF MANAGEMENT 





Aetna Life General Agents Told of 
New Order of Things in the 
Business 





At the recent general agents’ confer- 
ence of the Aetna Life, Richard Place, 
one of the junior members of the home 
office agency department, took the sub- 
ject “Agency Building and Better Busi- 
ness.” Agency building is to be one of 
the major problems for 1927. Managers 
everywhere have noted the transitions 
and adjustments that have occurred in 
the selling field and must bring their 
groups up to date. Some have been ac- 
tive in their efforts. Others have been 
content with what they had and have 
not increased their salesmen nor changed 
their methods materially. Now that def- 
inite forward steps are to be taken, con- 
siderable thought will be put upon the 
subject. It will frequently be found that 
the proper step will be to build from 
the ground up. Erecting an agency or- 
ganization on one already in existence 
has its limitations. 

New Methods in Vogue 


Just as the World War scrapped mili- 
tary tactics previously in vogue, so do 
modern selling methods require new 
means of obtaining business. Life, and 
life insurance have become more com- 
plex, the individual’s time has a higher 
value, the public, as it has insured, has 
become more highly educated concern- 
ing it, and demands a higher type of 
service. , 

The old type of general agent is fad- 
ing out of the picture. He was a per- 
sonal producer, not an organizer. His 
problem was to get immediate business 
that he might have an income. He did 
not, and in many cases could not, look 
to the future. He took every opportu- 
nity for financial reward, splitting com- 
missions with his agents, and confiscat- 
ing their renewals. He had had no train- 
ing and gave none. The modern general 
agent no longer trades on optimism and 
enthusiasm alone. He adds intelligent 
direction of those who sell for him. He 
is a sales manager, no longer competing 
with his agents. 


Shows Present Essentials 


The outstanding general agent of 
these times builds upon his present 
agents as well as his prospective agents. 
He must avoid the failure of the former, 
for every agent who does not succeed 
acts as a deterrent to men interested in 
becoming life insurance _ solicitors. 
Should the present men be pessimistic, 
a house cleaning is in order, for nothing 
dampens the ardor of the new man quite 
so quickly and effectively as does an 
atmosphere of mediocrity and ineffec- 
tuality. 

To arrive at something tangible in the 
manner in which agencies were handled, 
he investigated six, having 1,450 agents. 
Of this large number, but 262 produced 
$75,000 of business or more. He felt 
that there was still too little attention 
paid to the proper selection of men. He 
was certain that he could cultivate a two 
days’ beard, put on an old and spotted 
suit which was in immediate need of a 
pressing and, having presented himself 
to practically any general agent of any 
company in the country, could walk out 
with an agent’s contract. If the right 
type of man is not chosen, all effort on 
them and all education would be a com- 
plete waste. Careless selection discour- 
ages the better type of man, who has 
the refinement reauired to discuss peo- 
ple’s personal affairs. On the other 
hand, proper environment will attract 
the better men who have the minds that 
can be easily trained. 

Referring to college men, Mr. Place 
felt that many of them were attracted 
to the business, but that a mistake was 
made in assuming that they could be 
their own “bosses.” They wanted some- 


sHOWS TREND OF WORK 





ADVANCE TWO OFFICERS 


PROMOTIONS BY PILOT LIFE 


H. B. Gunter Becomes Assistant Mana- 
ger of Greensboro Company—T. D. 
Blair Agency Manager 





A. W. McAlister, president and mana- 
ger of the Pilot Life, has just announced 
that H. B. Gunter, formerly agency man- 
ager, has been made assistant manager 
ot the company, and that T. D. Blair 
will succeed Mr. Gunter as agency 
manager. 

In announcing the promotions of 
Messrs, Gunter and Blair, President Mc- 
Alister paid high tribute to their ability, 
saying that it afforded the management 
very great pleasure to reward them for 
their excellent services to the Pilot dur- 
ing the past 13 years. Mr. Gunter’s 
new responsibilities will leave him time 
and opportunity to intimately keep in 
touch with the agency department, and 
continue to give it his counsel and ex- 
perience. Mr. Blair, while at the helm 
of the agency department, will continue 
his training school work, which has been 
so productive of good results, and will 
also continue to visit general agents of 
the company, and keep in close personal 
touch with its representatives. 

Mr. Gunter was born at Jonesboro, 
N. C., in 1886. He is a graduate of the 
University of North Carolina, having 
won membership in Phi Beta Kappa, the 
national scholarship society. For four 
years after leaving college, Mr. Gunter 
engaged in newspaper work, resigning 
the editorship of the Winston-Salem 
“Journal” to go with the Pilot in 1913 as 
manager of the publicity department. He 
was made agency manager in 1920 and 
third vice-president in 1921. Mr. Blair is 
a native of Greensboro, and is also an 
alumnus of the University of North Car- 
olina. He left the university in 1913, 
and joined the Pilot just one day after 
Mr. Gunter started work with the com- 
pany. 











one to direct them, and they wanted 
training. It is a mistake ordinarily to 
permit them to go their own way for 
two or three years. 

While the life insurance education for 
new men must include the obvious 
things, it must also give that intangible 
something which makes the successful 
salesman. There are two types in every 
agency, the natural salesman and the 
technical man of small sales ability. The 
problem of making something worth 
while from the latter requires the clos- 
est of contact and supervision. 

Better business is merely the sequel 
to proper agency building. It will fol- 
low as a matter of course. The selection 
of the solicitors, the universal use of 
the programming idea, and better serv- 
ice to them will have the desired result. 
This type of man will sell altogether 
on the basis of quality. Anything sold 
on price will never have any regard in 
the buyer’s mind except that it is cheap. 
Stressing this will assist in a _ better 
quality of production. Furthermore, the 
right kind of an agent will have a proper 
pride in the quality of his sales. 


HOW TRUST COMPANY HELPS 
(CONT'D FROM PRECEDING PAGE) 
ance man who had for years been try- 
ing to sell the client for the sole appar- 
ent reason of making a sale? Who is 
the logical man in the minds of both 
the trust company representative and 
the client? The man who brought them 
together. The trust company represen- 
tative, in discussing wills, trusts and 
other estate matters, takes into consid- 
eration the amount of insurance carried 
and the plan of payment upon which 
it is written, just as he does all other 
constituent elements of the estate, and 
where there exists the need for addi- 
tional life insurance, he recommends 
the amount which in his opinion should 

be carried. ; 
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6% Real Estate Mortgages 
are a profitable investment 


HE Irving National Mortgage Company, an 

experienced and conservative house, offers to 
insurance companies for investment an unusually 
attractive group of 6% First Mortgages which 
meet in every particular the requirements of in- 
surance companies. 


All of these mortgages are secured by First Mort- 
gages on Improved Real Estate located on Chi- 
cago’s Geat Northwest side, a stable and flourish- 
ing section of the city. They are offered only after 
a most thorough investigation of the property and 
borrower and after receiving the approval of a loan 
committee composed of Real Estate men, Contrac- 
tors and Bankers of wide experience. 


This proposition is sound and awaits your investi- 
gation. We are confident that we can serve you 
to advantare. 


Irving National Mortgage Co. 


Under National Bank Management 


4201 Irving Park Blvd. 
CHICAGO, ILLINOIS 


Offices with 
Albany Park National Bank Irving Park National Bank Portage Park National Bank 
re i A a 























J. L. Mistrot 
Presédent 








Builders 


Texas and Oklahoma, 


ability. 


home office. 


HOME OFFICE 
F. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 























Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 


Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 


Our records show that policies 
were issued on 79% of the ap- 
plications during 1925 within 
three days after reaching the 


Tom Poynot 
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General Agency Ability 
| Wanted 
































N old line, Eastern, mutual life insurance com- 


pany with an enviable record of almost forty 
years of progress behind it, wants to find men capable 
of acting as its General Agents in Tennessee, Arkan- 
sas, Missouri and Alabama. 


To the man who wants to get into a broader field, 
with the opportunity to join a wide-awake successful 
organization, here is a chance to seize one of those 
“unusual opportunities” for large earnings—both 
present and future. 


Communications will be held in strict confidence. 
Interviews will be arranged. 











ADDRESS: C. W. WRIGHT 


Supervisor of Southern States 
1174 COLLEGE ST., MEMPHIS, TENN. 




















A sales organization 
without Co-operation 
is like a Fiddle with 

) one strin? — lots 
/: 2, of noise, but not 
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A N agency connection with Mutual Trust is 
backed by a genuine plan of cooperation. In 
addition to a “tool kit” equipped with all that is good 
in life insurance, Mutual Trust agents have the ad- 
vantage of a free Direct-by-Mail lead service. 
Get all the facts and see for yourself. 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


CARL C. PETERSON, Vice Pres. . 
A. E. WILDER, Director of Agencies 


The Chicago Temple, Chicago 
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.| Where only waiver of premium, or 


DISABILITY COMMENT 


MEDICAL VIEWPOINT GIVEN 

Dr. William Muhlberg Says Feature 

May Eventually Square Its Account 
On Mortality Side 





William Muhlberg, medical director 
of the Union Central Life, is the author 
of the following interesting comment on 
the disability feature of the life insur- 
ance contract from the medical view- 
point: } ; 

There are many conservative insur- 
ance officials who believe that their com- 
panies are not justified in issuing dis- 
ability clauses with waiver of premium 
and monthly income. Their objections 
are based on the theory that the func- 
tion of an insurance company is to pay 
death claims and that disability is a 
departure into the field of health pro- 
tection. The fact that most companies 
have suffered a financial loss on account 
of disability claims would seem to sup- 
port their contention. 


Disability Clause Popular 


But there are other considerations 
that must not be overlooked. The dis- 
ability clause has become a very popular 
feature, it is unquestionably a distinct 
service, and it will, if wisely adminis- 
tered, do much to foster among policy- 
holder and the public the sentiment of 
confidence and trust that today consti- 
tutes the greatest asset of the insur- 
ance companies, and is so essential for 
the future development and growth of 
the business. But the disability clause 
must be wisely planned and adminis- 
tered. It is incumbent on the actuaries 
to adjust the rates so that they shall be 
adequate. The contract must be suffi- 
ciently liberal to provide proper pro- 
tection and the medical selection must 
be conducted conservatively. 


Careful Underwriting Needed 


The causes of disability claims indi- 
cate clearly what principles must under- 
lie the method of medical selection. 


where waiver of premium with monthly 
income, but without the 90 days clause, 
are involved, experience has shown that 
tuberculosis heads the lists and consti- 
tutes about 37 percent of the claims. 
Insanity, neurasthenia, and mental dis- 
orders rank second with about 20 per- 
cent of the claims. Other causes trail 
along with percentages of less than 5 
percent each. Hence it is obvious that 
in granting disability, the medical 
director must keep constantly in mind 
the probability of tuberculosis and men- 
tal diseases and must decline applicants 
who are predisposed to either. This ex- 
cludes young lightweights, especially 
where there is a family history of tuber- 
culosis, and excludes applicants giving 
histories of pleurisy, blood. spitting, phys- 
ical breakdowns or actual tuberculosis. 
The mental cases may be partly antici- 
pated through exclusion of those with 
family history of insanity, epilepsy or 
mental impairment, or personal history 
of nevrasthenia, nervous breakdown and 
syphilis. In neurasthenics, care must 
be observed not to grant an amount of 
disability that approximates the finan- 
cial income of the applicant. It is cus- 
tomary too, on account of the nature of 
the contract, not to grant disability to 
applicants blind in one eye, or with hand 
or foot amputated, or to other than 
white races. 

Where waiver of premium with 90 
days’ clause is issued, accidents totaling 
about 18 percent take second rank to 
tuberculosis and therefore in selecting 
these risks, occupational hazards and 
particularly reckless automobile driving 
must be kept in mind. 


May Reduce Death Claims 


The disability clause has not been a 
profitable feature for most companies. 
This no doubt will be corrected by an 
adjustment of premium rates, but it has 
been of great service to those policy- 











IS HITTING HIGH MARK 





BUSINESS IS NEARLY DOUBLED 





Second Month of Record Production by 
Patterson Agency in Spite of 
“Summer Slump” 





The A. E. Patterson agency of the 
Equitable Life of New York in Chicago 
set a new record for business in Septem- 
ber, nearly doubling the business paid 
for in the same month of 1925. Mr. 
Patterson reports that September started 
very slowly, but the second week 
showed a recovery and before the end 
of the month the agency had paid for 
$1,888,689, compared with $1,036,000 in 
September, 1925. This followed an 
equally satisfactory August, the agency 
feeling none of the depression reported 
elsewhere, but paying for $1,742,000, 
compared with $1,038,000 in August, 
1925. In August the Patterson agency 
was fifth with all Equitable life agencies 
in the country and for the first eight 
months stood seventh in the country, 


Total Over $12,000,000 


The total for the first nine months of 
the year is now $12,709,000, compared 
with $9,118,000 in the first nine months 
of 1925. The business for these nine 
months now exceeds the total annual 
business of any year previous to last 
year and is practically equal to last 
year’s total business. The increase is 
general throughout the agency and not 
due to any spectacular production on 
the part of a few. There are 62 men 
in the agency and of these 47 have al- 
ready paid for over $100,000. Mr. Pat- 
terson has been in charge of the agency, 
one of the 12 Equitable agencies in Chi- 
cago, for only 18 months, but in those 
18 months has not once dropped below 
$1,000,000 in paid business. He credits 
much of the progress of the agency to 
the organization 16 months ago of the 
Leaders Club, which holds monthly 
luncheons and for which only those pay- 
ing for $20,000 in the previous 30 days 
are eligible. About 30 men qualify for 
each of the luncheons. At these meet- 
ings Mr. Patterson has some prominent 
speaker, either a ranking manager 
prominent producer or someone con- 
nected with allied lines, such as trust 
companies. 








holders who have become disability 
claimants, and in consequence it may 


eventually repay the companies for 
their present losses, in that disability 
claims unquestionably avert death 
claims. 


The treatment of tuberculosis and 
mental disorders is today largely a ques- 
tion of finances. Other things being 
equal, it is the tubercular patient who 
has the money to finance himself for a 
few years that will recover; the poor 
patient it is true, can avail himself of 
the free clinics, but his family responsi- 
bilities, etc., usually compel him to carry 
on and that road leads to disaster. 


Money Makes Cure Possible 


Specialists in mental disease now as- 
sert that the same thing is true, although 
not to the same degree, for mental 
diseases. Insanity and even paresis are 
not looked upon today as being entirely 
hopeless, many cures being effected 
through skillful medical treatment and 
‘institutional control. But modern meth- 
ods require money and the disability 
clause, in many cases, makes the financ- 
ing possible. 

Many of the best companies are offer- 
ing health conservation service without 
cost to their policyholders, and they are 
convinced of its value. Disability pay- 
ments are in many cases the most effec- 
tive plan of conservation service, and 
a further study may show that disability, 
even where not immediately profitable, 
may eventually square its account on the 








mortality side. 
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SELECTING SUPERVISOR 





IMPORTANCE TOLD BY WELLS 





Relationship to Agency Manager Is 
Summed Up in Talk to Aetna 
Life Agents 





With the fact established that educat- 
ing agents is a profitable step, the next 
problem which arises is the choice of a 
supervisor who can handle the training 
to best advantage. Friend L. Wells, who 
during the past year left his post in the 
agency department of the home office of 
the Aetna Life to become general agent 
for the company at Baltimore, discussed 
this topic before the recent general 
agents’ conference. The introduction 
compared the two types of agency 
plants, the branch office and the general 
agency plants. The latter has every ad- 
vantage so long as its leader is willing 
to reinvest a fair proportion of his in- 
come in his business. Should the condi- 
tion arise that the general agent try to 
obtain for himself all of the profit, he 
will never be in a position which will 
enable him to develop his opportunity 
for the company and for himself. His 
time, thought and money must be put 
into expansion, and the development 
must be in the hands of assistants. 
Much of the thought therefore must be 
employed in selecting men capable of 
giving the required aid. These assistants 
must get the agents, must train them, 
must get them going and must keep 
them going. 


Must Weed Out Men 


In Mr. Wells’ opinion, it is a crime to 
bring men into the life insurance busi- 
ness who will fail. The responsibility 
of their failure is the general agents. 
The time to eliminate this possibility is 
when they are considered as possible 
agents. Unless they look promising, 
they should be discouraged then. 

In considering assistants, data was 
obtained from all agencies employing 
them. It was found that their average 
age was 34. Six had common school 
education only, 29 high school, and 42 
were college men. On the average they 
had been in the business five years. 
Their height was five feet nine inches, 
and the average weight 162. Their aver- 
age worth was $6,700. With such a com- 
posite picture, Mr. Wells set out to 
locate his supervisors. His agency em- 
ploys two, one a specialist in salary 
budget insurance and the other a man 
whose interest lies in the direction of 
training men, he having taken the insur- 
ance course at New York University 
and in the Hart & Eubank agency 
school at New York. Their recompense 
depends on the number of new men se- 
cured and trained and on their own com- 
missions, they having agents’ licenses. 
Mr. Wells does not shift the responsi- 
bility of development to these men by 
any means for it is his philosophy that 
an agency will go as far as it is led by 
its general agents, no matter where that 
agency may be. 


Advertising Is Used 


Advertising is a definite part of the 
Baltimore program. Every day an ad- 
vertisement in the “help wanted” col- 
umn appears, alternating between an 
open and a blind ad. Careful attention 
Is given to the “jobs wanted” column 
and likely appearing applicants are cor- 
responded with. Circulars are sent to 
members of the University Club and 
similar organizations, to accountants, 
teachers, traveling salesmen, and to busi- 
ness executives asking them to suggest 
the names of men who might be inter- 
ested in selling life insurance. These 
letters serve to attract agents, but they 
also result in obtaining a large number 
of prospects. 

In connection with these activities, the 
office goes over the daily papers for in- 
surance leads, classifies them and sends 
out a sales letter which is appropriate. 








WOMAN WAS SPEAKER 





ADDRESSED AETNA LIFE MEN 





Miss Bills, Assistant Secretary of Com- 
pany, Told of Home Office 
Problems 


The distinction of being the first 
woman ever to address the recent Aetna 
Life general agents’ conference was re- 
served for Miss Marian A. Bills, re- 
cently elected assistant secretary of the 
company. Her topic, “Agency Coopera- 
tion and Home Office Routine,” was 
to tell the general agents of the prob- 
lems in handling the detail of their ap- 
plications, and the requests of their in- 
sured. In such a large organization, 
complications could not help but arise. 
With so many divisions handling differ- 
ent transactions on each policy, it was 
humanly impossible to know what the 
other departments were doing unless 
the field sent complete information on 
the entire transaction. The force at 
Hartford wished to assist the field men 
in every way. It was their function to 
grant the requests and to speed the mat- 
ter on its way in each case. But it too 
often happened that the home office peo- 
ple were in ignorance of necessary facts, 
and slips occurred. 


Should Appreciate Problems 





The general agents and their office 
forces could assist in cutting down the 
unavoidable friction if they would give 
a moment’s thought to each transaction, 
putting themselves, for the instant, in 
the shoes of the home office and think- 
ing what information they would re- 
quire to complete it if they were at 
Hartford. 

The keynote in handling home office 
routine was “standardization,” the term 
familiar in all big business. Miss Bills 
said that any departure from the regu- 
lar routine resulted directly in the loss 
of time and expense. She cited the case 
where a premium notice was required 
to be marked “Personal.” While the 
home office would do it because it would 
help the insured and the men in the 
field, yet that particular transaction took 
ten minutes whereas the usual routine 
resulted in ten notices being sent out 
every minute. If every notice required 
similar attention, no further considera- 
tion would be entailed, but if each notice 
had to have special attention it would 
require 500 extra clerks. 


Should Avoid Delays 


Lack of complete information coming 
initially requires correspondence, which 
is costly, and also gives more opportu- 
nity for error, not to mention the fric- 
tion that is apt to result. Failure to 
tell the whole story wastes time, energy 
and patience. She was sure that if these 
facts were presented to the general 
agents, they would take the matter up 
seriously with their own office forces 
and would surely benefit from a better 
understanding all around. 

Miss Bills presented also a table show- 
ing the time per clerk per application 
for several companies. The time ran 
from five hours and twenty-five minutes 
in the smaller companies that could not 
use standardized methods to one hour 
and thirty-seven minutes for one of the 
large companies having a relatively lim- 
ited number of policy forms. Her com- 
ment was that the Aetna had a very 
satisfactory showing, especially when it 
was remembered that it wrote both non- 
participating and participating insur- 
ance, salary budget, group, annuity and 
other forms of life insurance coverage. 








These leads are turned over to the new 
agents. Believing that the agents should 
bear a portion of this expense, they are 
charged 50 cents per lead, and are not 
furnished leads except as applications 
come in, showing that they have been 
followed up. 


There's a Place for You— 


out in California where you 
can write insurance for a Home 
Company among a progressive 
people under delightful weather 
conditions every day in the year. 


If you are a clean, competent 
salesman of life insurance, bearing 
proper credentials, and desire to 
locate in Sunny California to pro- 
duce business under an attrac- 
tive agency contract, write now 
to M. F. Branch, Manager of 


Agencies. 





CALIFORNIA 
SPATE LIFE 


J. Roy Kruse, President 
SACRAMENTO 














The first Law of Success Is to 
Recognize Opportunity and Grasp it 


For a period of over twenty years we have made a 
sound and consistent growth. Now comes the time 
for a broader expansion program. 
Good agency openings are available in 
the following territory: 
Stoux City, lowa 
Davenport, lowa 
Des Moines, Iowa 
Sioux Falls, So. Dak. 
Council Bluffs, Iowa 
If you have ability, and if your record is clean, we 
invite correspondence. 


The Old Line 


CEDAR RAPIDS LIFE 
INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 
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Get Many Practical Suggestions 


Tue Lire Orrice MANAGEMENT ASso- 
CIATION is one of the newer organiza- 
tions but it is one from which those 
who attend derive great practical bene- 
fit. Papers presented before other or- 
ganizations may be general in character 
and partake of an inspirational nature. 
The productions before the ManacE- 
MENT ASSOCIATION are of a type that 
move. A listener can go back to his 
office and put some suggestions in prac- 
tice. There is considerable exchange of 
views as to the practical running of an 
office, the handling of various papers in 
an office, the method of keeping rec- 
ords, ways to eliminate waste of time 
and reduce expense through greater 
efficiency. Perhaps there is no organi- 
zation that furnishes its members with 
so many concrete ideas. Many men who 
attend the meetings of this association 
return to their offices and put to test 
some of the suggestions for improve- 
ment that have impressed them. 

FRANKLIN B. Meap, vice-president of 


the Lincotn Nationa, Lire can be! Bankers Life of Des Moines, has been 


called the father of the organization. It 


was he who called the first meeting and 


served as its first president. The pro- 
ceedings are read and reread by mem- 
bers because of the many profitable 
ideas that they derive from them. 
This year the president was Dr. 
Henry WIREMAN COOK, vice-president 
and medical director of the Norrn- 
WESTERN NATIONAL LIFE, a man of great 
versatility and talent whose address in 


analyzing the functions of the organiza- | 


tion and the home office activities that 
furnish the association with material for 
discussion was most impressive. It is 
an unusual type of medical director thai 
identifies himself with general office ad- 
ministration in the way that Dr. Coox 
has. A few years ago he read a paper 
before the AMERICAN Lire CoNVENTION 
on home office buildings that assembled 
in concrete form the latest information 


as to these structures, their arrangement | 


and possibilities. 


Conservation of Business 


THERE is no more important subject 
before life insurance men today than the 
conservation of business. This has been 
the theme in some recent agency con- 
ventions and it has been the subject of 
conference from time to time at home 
offices. Business is put on the books at 
considerable cost. Every lapse means 
a loss. There is not simply the mone- 
tary loss, but there is a loss in pres- 
tige. A lapsed policyholder is never a 
good advertiser. In his mind there is 
probably some lurking prejudice. He 
may have been oversold. He may have 
been dissatisfied. He may have been 
disturbed by some competitor. Thé 
policy may not have fitted his particular 
needs. He may be confronted with 
financial difficulties and is disappointed 
because he has to drop his protection. 

Every life insurance agent should hate 
a lapse as he hates the devil. He should 
use every possible means to save the 
business that is put on the books. There 
is a big and vital work to be accom- 
plished in the conservation department. 

Recently the Eguirasie Lire of Iowa 


Writes Application in Graveyard 


‘WE have often heard of insurance sales- 
men undergoing an operation in a hos- 
pital selling an insurance policy to a nurse 
or a surgeon. Insurance salesmen are 
always alert and ingenious. However, 
Ear: Wess of the Aetna Lire in Kansas 


in its house organ under the caption of | 


“Plugging the Lapse Hole,” said: 
Probably it sounds trite to repeat that 
“an ounce of prevention is worth a 
pound of cure,” but there is nothing trite 
about applying the principle to reducing 


the number of lapses in your business. | 


Probably the great majority of lapses 
are caused by one or more of the fol- 
lowing reasons: 

(1) Financial difficulties. 

(2) Failure to understand policies. 

(3) Failure to appreciate the value of 
life insurance. 

(4) Dissatisfaction with treatment by 
agent or company. 

(5) Incorrect address. 

The “ounce of prevention” with re- 
gard to lapsation is in the proper intro- 
duction of the policyholder at the time 
of sale and a personal interest in the 
policyholder’s welfare after the sale as 
well. 

Practically all of these causes of lapse 
can be prevented by the agent either at 
the time of the sale or by intelligent 
service to the policyholder afterward. 


sometimes seeks a more gruesome sur- 
rounding in which to write business. He 
recently wrote a sexton in a cemetery 
while sitting on one of the tombstones. 
He figured that the background was one 
that could not be beaten. 





Claris Adams, secretary of the Ameri- 
can Life Convention, is at the Omaha 
office this week making arrangements 
for moving the headquarters to St. 
Louis. T. W. Blackburn has remained 
in charge of the Omaha jheadquarters, 
Mr. Adams not assuming practical jur- 
isdiction until the St. Louis office is 
open. Mr. Adams attended the annual 
meeting of the Life Office Management 
Association at Chicago last week. Since 
the Detroit meeting he has been getting 
in touch with many officials and forming 
their acquaintance. He visited the Chi- 
cago company officers on his visit here 
An week. Mr. Adams will go to Los 





Angeles to attend the National Conven- 
| tion of Insurance Commissioners the 
| middle of November. 


| Gerald §S. Nollen, president of the 


|mamed general chairman of the local 
| committee on arrangements for the Na- 
tional Conference of Social Workers to 
| be held there next May. 


| President T. W. Appleby of the Ohio 
National Life was treated to a pleasant 
surprise in his office at Cincinnati, Satur- 
day noon. It was his 52nd birthday an- 
| niversary. Many bouquets of flowers 
| banked his desk and he received numer- 
ous telegrams. In his honor the agents 
sent in $500,000 new business. Repre- 
senting the general agents, J. W. Mil- 
holland of Columbus, O.; C. W. Wetzel 
| of Cleveland; D. S. Bromley of Clarks- 
burg, W. Va.; Justin Townsend of 
Canton, O., and Freeman Essex of 
Middletown, O., were present. 

Secretary S. J. Blashill acted as master 
of ceremonies in a more formal gather- 
ing in Mr. Appleby’s private office. 
Brief remarks were made by Mr. Wetzel, 
Mr. Bromley, Geo. Dieterle and W. H. 
Donaldson, both directors, and C. M. 
Cartwright of THe NationaL UNDER- 
writer. Mr. Milholland on behalf of the 
office force and general agents presented 
Mr. Appleby with a magnificent grand- 
father’s clock. Luncheon was served in 
the office. 


Announcement has been made of the 
engagement of Miss Josephine Bigger, 
daughter of A. C. Bigger, president of 
| the American Life Reinsurance of Dallas, 
to Robert Oakley, also of Dallas. 





| 
! 


John F. Thompson has been elected 
mathematician by the board of directors 
of the Mutual Benefit Life to fill the of- 
fice made vacant by the death of Percy 
C. H. Papps. Mr. Thompson was born 
in Ontario, Can., and is an alumnus of 
Toronto University, where he received 
his master’s degree. He is a Fellow 
of the Actuarial Society of America, of 
the Institute of Actuaries of Great Brit- 
ain and of the Faculty of Actuaries of 
Scotland. He is secretary of the Ac- 
tuarial Society of America. Mr. Thomp- 
son became connected with the Mutual 
Life of New York in 1905 immediately 
after his graduation and at the time of 
his election to the office of mathemati- 
cian of the Mutual Benefit he was as- 
sociate actuary of the Mutual Life. Mr. 
Thompson will assume his new duties 
Oct. 18. 





John Angus Morrison of Chicago has 
written $600,000 business insurance on 
the life of Todd M. Pettigrew, Jr., and 
the same amount on the life of Joseph 
Meyer, Jr., both of New York City. 
The business was placed in the Aetna 
Life, Sun Life of Canada, Massachu- 
setts Mutual and Penn Mutual. Not 
long ago Mr. Morrison wrote $250,000 
business insurance on Archer A, Lan- 


lines of casualty insurance, together 
with his knowledge of payrolls, labor 
turnover and other features of the busi- 
ness, he was in an unusually favorable 
position to sell group life insurance. He 
was appointed general agent for group 
business by the Aetna Life in Chicago, 
¥rom the handling of group cases he 
found it a short step to writing large 
amounts of business insurance for the 
officials of large companies and key men 
in the organization. He now divides his 
time between Chicago and New York 
and still keeps up his casualty business, 


Albert E. Warburton, agency mana- 
ger for the Clark & Sanborn agency of 
the State Mutual Life in Boston, fell 
from the roof of his home in Belmont 
last week while putting up an aerial for 
his radio set, and was instantly killed 
when he struck the concrete foundation 
at the side of a garage, his neck being 
broken. 

Mr. Warburton was born in Lowell 
May 23, 1893, and was educated in the 
public schools of that city. He entered 
the agency school of The Travelers at 
Hartford and was there until he entered 
service during the World War in the 
navy. After returning from the navy he 
went with the Paul F. Clark agency of 
the John Hancock in Boston. Last 
May he joined the Clark & Sanborn 
agency. 


One million dollars in life insurance 

sold in one month was the record of 
Robert C. Newman of the Missouri 
State Life in September . Mr. New- 
man, who is the leading personal pro- 
ducer for the Missouri State Life, ranks 
with the country’s best agents. He has 
been in the $1,000,000 class for many 
years. On Sept. 25, when the St. Louis 
Cardinals landed the National League 
pennant, Mr. Newman was one of the 
first to congratulate Rogers Hornsby. 
manager of the victorious club, and be- 
fore the social call had ended he ob- 
tained Mr. Hornsby’s signature to an 
application for a $100,000 policy. But 
all of Newman’s policies for the month 
were not big ones, the amounts ranging 
from $2,000 upwards. 
Mr. Newman, a native of St. Louis, 
started his insurance career with the 
Prudential in 1911. He was the first 
St. Louis agent to write a policy appli- 
cation every day for a month. He be- 
came the Missouri State’s leading pro- 
ducer in 1920 and has remained at the 
top ever since. 


James A. McVoy, president of the 
Central States Life of St. Louis, and 
his familv have just returned from a 
tour of Europe. They spent most of 
the summer abroad. 


Oct. 1 marked the second anniversary 
of the entrance into the life insurance 
profession of Ralph W. Harbert of Bat- 
tle Creek, Mich. When he formed his 
connection with the Equitable Life of 
New York, he had had no previous in- 
surance experience, yet in two years he 
has made a record as a premier producer 
of the Equitable in Michigan. His pro- 
duction in those two years amounts to 
$2,022,050, volume not surpassed by 
many of the outstanding veterans in the 
profession. Much of this insurance was 
written for corporation and inheritance 
tax purposes. Considering the size of 
Battle Creek, about 45,000, this record 
is even the more remarkable. 


This is President Apnleby Month in 
the Ohio National and the field force 
has set the goal of $3,500,000 in “Aps 
for Appleby.” 





don of Buffalo. Until a few years ago 
Mr. Morrison specialized almost ex- 


clusively in the casualty branch but 
some 10 years ago he concluded that 
with his intimate acquaintance with the 
officers of a number of large corpora- 
tions, resulting from the handling of 


George Urquhart, a member of the 
legal department of the Equitable Life 
of New York, died here yesterday 
the Fifth Avenue Hospital at the age 
of 64. Before coming to New York 
Mr. Urquhart had practiced law 1 
Philadelphia and Wilkesbarre, Pa., his 








their workmen’s compensation and otker 





home city, where he will be buried. 
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| LIFE AGENCY CHANGES 


STEVENS WITH GREAT WEST 








Becomes Inspector of Agencies in Chi- 
cago Office of Canadian Company, 
Under State Manager Milner 





John H. Stevens has been appointed 
inspector of agencies in Chicago for the 
Great West Life, working with Gwe 
Milner, Illinois manager for the com- 
pany. Mr. Stevens is well-known 
among Chicago life underwriters, hav- 
ing been in the business for 14 years. 
He started in life insurance work shortly 
after his graduation from Amherst in 
1911 and for many years was with the 
State Mutual Life. In 1922 he went 
with the National Life of Vermont as 
agency director in Chicago and later left 





JOHN H. STEVENS 


the life insurance business for two years, 
during which time he developed the 
Rocky Mountain Boys Camp in Color- 
ado and Wyoming, returning last year 
to Chicago and the life insurance busi- 
ness. He was temporarily with the New 
England Mutual and now has connected 
with the Great West Life as inspector 
of agencies in Chicago territory. Mr. 
Stevens was president of the old Field 
Men’s Club before its merger with the 
Chicago Association of Life Under- 
writers. Arthur T. Meimeyer, formerly 
in the bond business, and R. H. Rose, 
former salesman, have also joined the 
Great West Life. 





Earle R. Spensley 


Earle R. Spensely has been appointed 
manager of the Union Mutual Life of 
Maine at Albany, N. Y., a new office 
being opened by the company for Mr. 
Spensley. He has had both field and 
managerial training, having been with 
the New York Life for 3 years as 
agent and later with the New England 
Mutual Life for two years as district 
manager, both connections being in Al- 
bany. The announcement was made this 
week by W. R. Spinney, superintendent 
- agencies, who is on a western agency 
our, 


E. B. and F. B. Bloom 


The Volunteer State Life of Chat- 
tanooga has been licensed in Arkansas. 
It will be represented in that state by 
E. B. and F. B. Bloom of Pine Bluff 
as state agents. 


S. A. Dreifus 


Simon A. Dreifus, for 38 years with 
the Kaufman Straus Co. department 
Store as an official, has gone with Mc- 
Kay Reed, general agent at Louisville 
for the John Hancock Mutual Life, as 
an agent. Mr. Dreifus was a $10,000 a 
year man with the department store, 
Serving as vice-president, credit man and 


























Another Peak 


OLORFUL Colorado, unfurling 

her gay banners of autumn in the 
glory of cloudless days, helped to 
make the Twenty-First Anniversary 
Jubilee Convention of The Lincoln 
National Life Insurance Company a 
peak event. 


In its spirit of keen enjoyment and in 
the number of agents to qualify for 
attendance, this jubilee outing held 
in September “In the Heart of the 
Rockies” outdid all former conven- 
tions of The Lincoln National Life. 


The fine comradeship displayed be- 
tween the executive officers of the 
Company and the field representatives 
indicates their unity of purpose and 
effort. It is a friendship made in a 
common purpose. 


Every man and woman joined in the 
acclaim when President Arthur F. 
Hall prophesied “a Billion Dollar 
Company in 1930. 


CINK uP(Jwiru Tue (LINCOLN) 


The 














Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’”’ 


Lincoln Life Building Fort Wayne, Ind. 


More Than $435,000,000 In Force 











THE NATIONAL UNDERWRITER 
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Onward March—1925 


TOTAL OF PAID-FOR BUSINESS 


1924 - - - + $134,242,954 
1925 - - - + $157,045,211 








BANKERS LIFE 
COMPANY 


G. S. NOLLEN, President 
DES MOINES, IOWA 















If You Have Knocked the “T” Out of “Can't” 


WE CAN (Il. You a liberal first year commission. 
2. An unexcelled renewal commission. 
GIVE (3. Your beneficiary a renewal pension. 


"LA FAYETTE LIFE 


LA FAYETTE, INDIANA 











lt Pays— 


to be a regular subscriber to The National Under- 
writer. 


No man can do his best unless he is thoroughly 
equipped—and The National Underwriter equips 
every man with insurance knowledge that he can- 
not afford to be without. 


After the first of the year there are published in 
the regular editions company statistics of numerous 
kinds. A careful, thoughtful perusal of them will 
give to the reader a more comprehensive idea of 
what the various companies are doing. What your 
companies and the others are doing is of utmost 

. importance to you. 


sam ee crt ee ee 


You cannot afford to be without 
THE NATIONAL UNDERWRITER | 
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general office manager. He was presi- 
dent of the Louisville Retail Credit 
Men’s Association, and an officer in and 
active for years with the Retail Mer- 
chants Association. 


William L. Mainland 


William L. Mainland has been ap- 
pointed manager at Detroit for the In- 
dianapolis - Life with offices at 1015 
Transportation building. For the past 
four years Mr. Mainland was supervisor 
of the Michigan general agency of the 
Connecticut Mutual Life. He has just 
returned from a three months’ trip to 
Europe. 








Cc. E. White 


C. E. White has been appointed gen- 
eral agent of the Volunteer State Life 
at Oklahoma City, succeeding R. H. 
Oldham, who has resigned on account 
of poor health. Mr. White has been 
state supervisor for a life company for 
more than 12 years. 


Ww. H. Forestelle 


W. H. Forestelle, formerly leading 
man of the Princess theater stock com- 
pany at Des Moines, has been made 
agency manager for the Bankers Life 
at Toledo. 








Edward F. Foley 


President M. E. O’Brien of the De- 
troit Life announces the appointment 
of Edward F. Foley as manager of the 
Detroit city agency of that company. 
This agency has developed into one of 
the largest producing organizations con- 
nected with the Detroit Life. 

Mr. Foley has been in the life insur- 
ance business in Detroit for the past nine 
years, has a wide acquaintance in the 
work, and throughout the city, and gen- 
erally is recognized as one of the most 
capable underwriters connected with the 
business in Wayne county. 

The Detroit Life now has $61,000,000 
of insurance in force, and the writings 
for 1926 to date have totalled $18,300,000. 


R. H. Cudney 


Announcement has been made by the 
Prairies Life of Omaha of the appoint- 
ment of R. H. Cudney as district mana- 
ger for northeast Texas. Mr. Cudney’s 
headquarters will be in Dallas. He will 
have charge of 35 counties. 


Oak E. Davis 


Oak E. Davis, for the last four years 
in several executive positions with the 
Security Mutual Life of Lincoln, Neb., 
has resigned as state manager, but re- 
mains with the company as a personal 
producer. Mr. Davis has a record of 
achievements as a salesman and execu- 
tive, but after trying both roles has con- 
cluded that more pleasure and possibly 
as much profit lies in carrying his own 
contract and ratebook. Maurice A. 
Hyde, assistant secretary of the com- 
pany, has taken over his supervisory 
duties. 











Howard H. Hirst 


Howard H. Hirst has been trans- 
ferred from the Stockton agency of the 
California State Life to San Jose as 
district manager of the company’s 
agency in the latter city. He is a re- 
cent addition to the field force of his 
company, and held a similar position at 
Stockton. The San Jose office has been 
established in 200-201 Bywrrell Block. 





O. H. Martinsen 


O. H. Martinsen, assistant general 
agent of the southern California agency 
of the Aetna Life at Los Angeles, leaves 
that field Oct. 15 to become associ- 
ated with E. H. Lestock Gregory in 
the management of the San Francisco 
agency of the Aetna Life. 

Mr. Martinsen went to Los Angeles 
with Wilmer M. Hammond, general 
agent, when the latter assumed charge 
of the southern California agency April 
1, 1925, and has been an active and 
important factor contributing to the 








ganization. In addition to handling 
various agency details, he has conducted 
a school of salesmanship which was jn. 
augurated in the agency about a year 
ago as a benefit for the members of the 
field force, and which has been a great 
success, 


F. B. Greusel and H. F. MacDowell 


The Guardian Life has appointed Fred 
B. Greusel manager of its Omaha 
agency. Mr. Greusel is 35 years old and 
a life insurance man of considerable ex- 
perience. 

Harold F. MacDowell has been ap- 
pointed manager in Tulsa, Okla. He goes 
from Pittsburgh, where he has been 
writing life insurance for several years, 
He is 31 years old. Mr. MacDowell 
first began field work in 1922, without 
previous life insurance experience. He 
has been specializing on salary savings 
insurance. 








Charles W. Belton 


The Western States Life has ap- 
pointed Charles W. Belton agency or- 
ganizer in charge of the Golden Gate 
branch. Mr. Bolton has established a 
fine record for personal production in 
the 16 months he has been connected 
with this branch. The Golden Gate 
branch will be continued as a separate 
agency and Col. H. Lester Archer, 
agency director of the home office 
branch, will continue to sunervise the ac- 
tivities of the agency until its reorgan- 
ization is completed. 





Guy G. Emery 


Guy G. Emery, formerly state man- 
ager in Oregon for the California State 
Life, has been appointed agency super- 
visor in the Pacific northwest territory, 
embracing Oregon, Washington and 
Idaho, by the Montana Life. He has 
headquarters in the office of the Sam 
H. Cox general agency, Spaulding build- 
ing, Portland, Ore. 


Ernest P. Mauk 


The Ohio State Life has appointed 
Ernest P. Mauk manager of the agency 
which the company has established in 
Cincinnati. He will have offices at 309 
Second National Bank building. Mr. 
Mauk was formerly field manager for 
the Inter-State Business Men’s Acci- 
dent. 








Life Agency Notes 


Fred M. Kline, former dean of Tabor 
college, will represent the John Han- 
cock Mutual Life in southwestern Iowa 
and Nebraska with headquarters at 
Council Bluffs, Ia. 

Harry EB. Marshall, widely known Se- 
attle resident, has joined the Oregon 
Life of Portland as special representa- 
tive in Seattle and northwestern terri- 


tory. Mr. Marshall has been advertising 
manager of a Seattle newspaper for the 
past 14 years. 


Works Up Bank Plan 


Alfred Holzman of Chicago is build- 
ing up a large bank franchise business 
in connection with savings accounts. 
He uses the Federal Life as the insuring 
company. Mr. Holzman’s main business 
so far has been built up in connection 
with the Union Bank of Chicago and 
the State Bank of Chicago. He is now 
branching out into the suburbs making 
contracts with outlying banks and will 
open branch offices. Mr. Holzman 1s 
developing an agency organization. 
These men make a flat canvass by blocks 
or buildings soliciting insurance. Natu- 
rally their policyholders become savings 
depositors with the banks. The insur- 
ance is written on the ordinary life plan 
and is linked up with the savings ac- 
count. 





Central Life’s Changes 


The Central Life of Iowa has trans- 
ferred Roy C. Campbell advertising and 
publicity manager to the agency depart- 
ment with the title of agency assistant. 
W. C. Kelly, formerly associated with 
the companv in Wisconsin. has assumed 
the editorship of “CAS” and the general 





success of Mr. Hammond’s agency or- 


publicity work of the society. 
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GIVE LIFE INSURANCE COURSE 





Class Started at University of Pennsyl- 
vania, Which Will Continue 
Through Winter 





PHILADELPHIA, Oct. 7.—A spe- 
cial course in life insurance has begun 
at the University of Pennsylvania to 
continue through the fall and winter 
season. There will be one session every 
Monday evening until spring. The in- 
structors are Prof. S. S. Huebner, cele- 
brated life insurance authority; C. K 
Knight and H. J. Loman. 

Late in the winter a course is to be 
given by Prof. H. W. Hess on insur- 
ance salesmanship. This will supple 
ment the regular course. The tuition 
charge for the course is $20, payable 
upon registration. 

Many Subjects Listed 


Following are the principal topics to 
be studied during the winter: Economic 
concept of life insurance; analysis of 
life values in various business groups 
as compared with property values; 
scientific treatment of life values through 
life insurance; the net premium; the 
reserve; business concept of the family 
and the relation of life insurance there- 
to: relation of life insurance to the crea- 
tion and maintenance of credit; special 
business uses of life insurance; analysis 
of existing post-mortem taxes; the crea- 
tive relation of life insurance to saving; 
investment return on life insurance; re- 
lation of life insurance to philanthropy; 
group insurance; the economics of life 
insurance income; continuous install- 
ment insurance; annuities. 





Insurance Men Backing Pattison 


Insurance men_ throughout Ohio, 
whether of Democratic or Republican 
leanings, will look with favor on the 
candidacy of Captain John W. Pattison 
for state treasurer in the coming state 
election. Captain Pattison is running on 
the Democratic ticket. He is a son of 
the late Governor John M. Pattison, for 
many years president of the Union Cen- 
tral Life, of which Captain Pattison is 
now a vice-president. Those who know 
him feel that he would make an admir- 
able state treasurer. He combines the 
qualities of caution and conservatism 
which characterized his father, with a 
broad outlook on general affairs. His 
record in the World War was a very 
commendable one and since the war he 
has been especially interested in avia- 
tion. Insurance men of all stages of 
political opinion will do well to consider 
the support of Captain Pattison in the 
coming election. 





Rockwell School Closes 


The Rockwell School of Life Insur- 
ance, which was held in Akron for the 
past nine weeks under the auspices of 
the Akron Life Underwriters Associa- 
tion, closed its term last week, 44 of 
the 55 underwriters who enrolled for 
the course receiving certificates. Dur- 
ing the session $1,456,000 of life in- 
surance was written on 309 cases. The 
class formed a permanent organization, 
of which E. S. Renner was made presi- 
dent; Claude S. Warley, vice-president, 
and Miss Sophia W. Bliven, secretary- 
treasurer. The first of the annual ban- 
quets of the class was held at the City 
Club on Tuesday evening, with over 
100 underwriters and their wives ano 
friends attending. A token of appre- 
ciation of the class was presented to Dr 

ockwell. In his response he expressed 


in his very unique manner his appre- 
ciation for the remembrance, and ther 
spoke for the benefit of the wives pres- 
ent, pointing out that they were part 
ners in business with their husbands 
and told of the many ways in whicl 
they could assist. 





AGENCY SCHOOL WILL START 





Galaxy of Noted Life Underwriters on 
Schedule of McNamara Agency’s 
Classes 





The fall educational course of the 
John C. McNamara organization, New 
York managers of ‘the Guardian Life, 
will open tomorrow. The speaker is to 
be Edward M. McMahon, general agent 
here of the National Life of Vermont. 
Altogether 20 addresses will be given 
by leading agents and managers on suc- 
cessive Thursdays and Fridays. Among 
the speakers scheduled to appear are 
Thomas M. Scott of the Philadelphia 
staff of the Penn Mutual; William J. 
Louprette, of the Life Insurance Asso- 
ciates; James E. Bayne, an independent 
Brooklyn underwriter; Koen, of 
the Equitable Life of Iowa; Graham 
C. Wells, general agent of the Provi- 
dent Mutual; H. Arthur Schmidt, of 
Allen & Schmidt, agents of the New 
England Mutual; Russel M. Simmons, 
of the Home Life of New York, and 
John William Clegg, a former president 
of the National association. 





Has Unique Lecture Series 


Agents and brokers conducting a gen- 
eral insurance business in the Philadel- 
phia district are invited by Jack Berlet, 
who was in charge of publicity for the 
International Convention of Life Under- 
writers, to attend a series of sales talks 
by expert, successful life insurance sales- 
men from Baltimore, Buffalo, New 
York, Rochester, Washington and 
Philadelphia, to be held in the Phila- 
delphia offices of the Guardian Life. 
The series will comprise “Eighteen 
Money-Making Sales Talks” to be held 
every Tuesday and Friday evening, be- 
ginning Oct. 15. The advantage of 
maintaining a full time regular life rep- 
resentative in general insurance offices 
is pointed out, because it offers a new 
channel of business from present cli- 
ents for other lines and gives these of- 
fices a more definite hold on their busi- 
ness, a more complete service to their 
customers, a larger volume of business 
and added profit. 


Continental Opens Boston Agency 


The Continental Life of Wilmington, 
Del., which was admitted to Massachu- 
setts Aug. 14, opened its offices Satur- 
day in the Boston Chamber of Com- 
merce building where George H. Dog- 
gett, manager for eastern Massachusetts, 
will make his headquarters. 

Mr. Doggett has an established repu- 
tation as a life insurance educator and 
has had charge of training schools in 
various parts of the country as well as 
Boston agencies. He recently retired 
as president of the Alumni Association 
of Approved Life Insurance Schools, of 
which he had been the head since the 
association’s organization. 

Mr. Doggett wil run a school or 
training course for brokers in connec- 
tion with his offices, which will start 
about Oct. 15. 


To Entertain Many Guests 


NEWARK, N. J., Oct. 6.—Commem- 
orating its fifty-first anniversary, the 


Prudential will entertain scores of 
prominent local business and profes- 
sional men, congressional representa- 


tives and leaders in the city, county and 
state governments at an informal buffet 
luncheon to be given next Wednesday 
in the assembly hall of the home offices. 
The guests will be received by Presi- 
lent Edward D. Duffield and his fel- 
low executives. Several hundred are 
*xpected to attend the luncheon, which 
should be a very pleasant affair, as no 
speeches are scheduled. 





GROWTH 


A matter of natural development. 
Our Growth has been persistent. 
Our root extends down--not out. 








We haven’t spread much because we are 
rooted deep and lastingly in Illinois, In- 
diana, Kentucky, Missouri and Iowa. 
Steady, persistent growth means permanent 
life. 


Men who wish to make a connection or 
undertake to underwrite life insurance can 
make an unusually good connection with us 
now. Write for information and territory 
desired. 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 


Chicago, IIl. 
A. E. JOHNSON, AGENCY MANAGER 


























ATIONAL UNDER- 
WRITER advertisements 


are an important source of tiers to bring before National 
worthwhile information. . e : 
“An education in themselves,” Underwriter readers pleasing ad- 


they contain sales pointers, inter- | vertising displays which are read- 
oe See Sy Se able, worthwhile and profitable. 
wer J i ae to Read over the advertising in this 

the agent reader informed  issue—start cultivating a good 
and on his toes. habit today. 
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Life Insurance in Force 
June 30th, 1926 
(Ordinary and Industrial) 


$342,950,956.00 


Surplus Security to Policyholders 
$4,067 ,683.48 


Conservative Progress Every Year. Operating 
From Coast to Coast, Canada to the Gulf, 
Cuba and Hawaiian Islands. 


AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. J. Shaw, 


Shearn Moody, 
Secretary 


W. L. Moody, Jr., 
i Vice-President 

















MUTUAL LIFE 


Lt GLOBE INSURANCE COMPANY 


of CHICAGO, ILL. 
Assets - - - - - - = = $1,500,000.00 


“CLAIMS PAID ON SIGHT” 
Paid to policyholders over $1,050,000.00 
The highest grade of service to policyholders 
representatives 


It Is the Last Word in 
SERVICE 


T. F. Barry, Founder Pose Barry Dietz, President 
The GLOBE weekly news mailed to you every week by 
request without charge 


Home Office: 
431 S. Dearborn Street Phone Harrison 1998 
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MICHIGAN 


A T the present moment, there is a 

representative from the Home 
Office of The Franklin Life in Michi- 
gan seeking connections with men 
capable of developing Agencies. Write 
to Jos. W. Jones, Vice-President in 
Charge of Agencies. 





LEGAL RESERVE 
COMPANY 


Full Life Line 
Double Indemnity 
Income Disability 
“Excess Interest” 
Juvenile Policies 

Non-Medical Policies THE FRANLIN LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 
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CENTRAL WEST NOW WRITING 


New Topeka Company had $400,000 
Ready for Entry When Licensed—Ex- 
pects to Write $1,000,000 a Month 





The Central West Life of Topeka 
now has a force of 30 agents in the field 
and expects to write $1,000,000 of busi- 
ness a month. The company secured its 
certificate of authority to write business 
in Kansas last week and started the 
agents to work Oct. 1. The company had 
$400,000 of business ready for entry on 
the books when it applied for the certi- 
ficate. It has $100,000 capital. It was 
originally incorporated as the Metropol- 
itan National Life but recently changed 
its name on account of possible mistakes 
that might arise over the name. 

F. M. Woodford is president of the 
new company. He formerly was presi- 
dent of the Atchison Savings bank. His 
son, F. M. Woodford, Jr., is secretary of 
the company. Paul G. Bodley, formerly 
superintendent of agents with the Lib- 
erty Life, is vice-president and general 
manager of agents. Dr. C. C. Lull is 
medical director and Probate Judge W. 
T. Chaney is second vice-president and 
general counsel. 





Werner Heads Trust Department 


The Stratford Lee Morton agency of 
the Connectitcut Mutual Life in St. 
Louis, has announced the appointment 
of Percy Werner as head of its new 
trust department. About Oct. 15, the 
agency will move to its new quarters 
in the Security National Bank building, 
where it will have the entire fourth 
floor. Mr. Werner has been active in 
the practice of law for about 40 years, 
chiefly representing railroads and insur- 
ance companies. He was for a number 
of years general counsel for the Union 
Casualty & Surety. For many years he 
has been one of the lecturers of the 
law school of Washington University, 
St. Louis, part of the time discussing 
insurance laws. He has also been a 
contributor to law periodicals. 

Mr. Morton has also announced the 
appointment of Joseph Theodore Gleick 
as a special agent. 





Has Departmentalized Agency 


The Samuel Heifetz agency of the 
Mutual Life of New York in Chicago is 
developing a well rounded organization, 
having departmentalized to care for the 
needs of the agents and brokers in de- 
tail. There is an educational depart- 
ment which aids the men in drawing up 
life insurance programs for their pros- 
pects. As an example of the effort of 
this department an agent recently had 
a prospect who was being sold $25,000, 
and by the cooperation of this depart- 
ment the amount was raised to $125,000. 
There is also a salary deduction depart- 
ment aiding in the writing of that class 
of business. Mr. Heifetz is developing 
a strong agency, having added 26 full 
time men to the office since the first of 
the year, now having 40 full time agents. 
The office is paying for new business at 











the rate of about $1,000,000 monthly. 








Address 











George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


ERNEST C. MILAIR, Vice-President and Secretary 


BIG GROUP CASE IS CLOSED 





Prudential Writes Large Line on Em. 
ployer of Cutler Hammer Company 
of Milwaukee 





MILWAUKEE, Oct. 7.—One of the 
largest group life policies ever to be 
contracted for in Wisconsin has just 
been announced by the Prudential, on 
2,600 employes of the Cutler Hammer 
Company, covering the two local fac- 
tories and one in New York. The 
amount of the insurance will be between 
$4,500,000 and $5,000,000. The total wil] 
not be established definitely until a com- 
plete checkup of employes is made. The 
policy was secured by Sidney J. Hers. 
berg, Wisconsin manager of Prudential. 
and John H. Tapping, vice-president of 
the George H. Russell Co., local agents 
for the Prudential. They have been 
working on the case since last February. 

The policies are life with a total and 
permonent disability clause, and non- 
medical. The employes have the option 
of converting their policies, should they 
leave the Cutler Hammer company, 
into any one of the policies customarily 
written by Prudential, with the excep- 
tion of term policies. It is a coopera- 
tive plan, the employe paying 60 cents 
per month per $1,000 of insurance, and 
the Cutler Hammer company paying 
the difference. The employer is also 
paying the cost of administering, col- 
lecting, and accounting for the insur- 
ance. 








Report Tremendous Gain 


S. T. Whatley, Chicago manager for 
the Aetna Life, reports a tremendous in- 
crease in business for September, the 
paid-for business being practically 50 
percent over that of September, 1925. 
Last month the agency paid for $1,- 
616,000, compared with $1,138,000 in Sep- 
tember, 1925, an increase of $500,000. 
The agency has shown an excellent gain 
throughout the year, the total for the 
first nine months being $4,000,000 over 
that of the same period last year. The 
goal for the year has been set at an in- 
crease of $5,000,000. In the first nine 
months of this year the agency has paid 
for $17,942,000, compared with $13,- 
| 882,000 in the same period of last year. 

The agency has developed its full time 
regular business particularly this year, 
the full time agents having exceeded the 
total written by the full time men last 
year before the first of last month. Not 
only did the full time men make this 
notable increase in volume, but they in- 
creased the average premium per $1,000 
by 35 percent. 

The Chicago branch office of the 
Aetna Life will open an insurance school 
Oct. 15 for life insurance salesmanship 
training, all independent brokers being 
eligible to attend these classes, as well 
as those directly connected with the 
company. The classes will be in charge 
of H. K. Schoch, agency supervisor of 
the branch office and a graduate of the 
University of Pittsburgh school. They 
will extend over six weeks, being held 
two evenings each week. 





Asks Interpretation of Code 


The Bankers Life of Nebraska has 
asked the supreme court of that state 
for an interpretation as to whether the 
revised insurance code adopted in Ne- 
braska in 1913 went into effect as to 
domestic companies before 1915 and 
whether the statutes automatically grant 
extended insurance to a policyholder 
who has defaulted in his premiums. 

In 1914 the company issued a $2,000 
policy to Paul Bonnifield. He paid the 
premium for three years, the last pay- 
ment being in November, 1916. In 1917 
he secured a reinstatement and executed 
a note due in August, 1918. He never 




















paid the note. He died in 1922. 
It is the contention of the widow that 
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— 
the extended insurance section of the 
code required the company to extend the 
jnsurance for five years and 130 days, 
and that the policy must be construed 
as though these provisions were written 
therein, although it did not contain them. 

The wording of the code was that any 
domestic company whose policies and 
methods of doing business did not meet 
its requirements shall have until July, 
1915, in which to conform. The Bank- 
ers Life kept on writing its old policies 
for that period, and insists that any so 
written at that time are not subject to 
any other portion of the code. 





Discuss Legislative Prospects 


At the dinner which will be the fea- 
ture event of the meeting of the Illinois 
Insurance Federation to be held at 
Peoria, Oct. 15, L. J. Kempf of the 
Travelers in Chicago, president of the 
Federation, will talk on “The 1927 Ses- 
sion of the Illinois Legislature and How 
It Will Affect Your Business and Mine.” 
Talks on other matters of general inter- 
est will be given by Emmet C. May, 
president of the Peoria Life; Charles H. 
Burras of Joyce & Co., Chicago; Louis 
A. Howes, local agent at Peoria; H. W. 
Boyd of Chicago, manager of the New- 
ark Fire, and John C. Lanphier, Jr., loca! 
agent at Springfield, Ill. 





Test Case on Iowa Taxes 


Litigation involving ultimately $1,- 
500,000 claimed to have been paid the 





state unlawfully by various insurance 
companies in taxes is now pending in 


the Iowa supreme court. A test case 
has been instituted by the New York 
Life, involving $60,000. Other com- 
panies are said to be assisting in press- 
ing the matter to a final conclusion. 
Attorney General Gibson is preparing 
to make a vigorous fight in an effort to 
maintain the legality of the state’s 
action. 

The issue is on the construction of a 
passage of the law requiring insurance 
companies to pay taxes on life insurance 
premiums. Mr. Gibson holds that the 
companies must pay taxes on the entire 
premium while the insurance companies 
claim they are only subject to assess- 
ment on the net premium. 





Kendrick Addresses Realtors 


W. R. C. Kendrick, Iowa former in- 
surance commissioner, in a talk before 
the Des Moines real estate board last 
week emphasized the city’s status as one 
of the three leading cities in the country 
in number of home life insurance com- 
panies. Mr. Kendrick is now vice-presi- 
dent of the Royal Union Life. 





Des Moines L. & A. Meetings 


The Des Moines Life & Annuity held 
a series of agency sales meetings last 
week in Omaha, Sioux City, Gaylord, 
Minn., and Waterloo, Ia. On Saturday 
a general agents’ meeting was held at 
the Des Moines office with J. J. Sham- 
baugh, president, and B. Bossert, 
agency supervisor, in charge. W. E. 
Bilheimer was the speaker at all of the 
meetings. 
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HOW PROSPECT SEES AGENT |some very nice policies.’ 





Houston Attorney Tells Cravens, Dargan 
& Co. Men How Not to Sell 
Life Insurance 





HOUSTON, TEX., Oct. 6.—“How 
Not to Sell Life Insurance” was the sub- 
ject of Hines H. Baker of the legal de- 
partment of the Humble Oil & Refining 
Company at a Cravens, Dargan & Co. 
life department meeting. 

H. G, Hewitt, manager of the life de- 
partment, in introducing Mr. Baker, ex- 
plained to the Houston city sales force 
that this was the first of a series of talks 
to be given by prominent Houston citi- 
zens. The purpose is to get over to the 
salesmen the customer’s reaction, by 
having men who are frequently solicited 
for life insurance.tell frankly the flaws 
7 life insurance selling as they observe 
them. 


Practical Points Brought Out 


The address of Mr. Baker was practi- 
cal and frank. Some of the important 
points brought out were: 

That too many life insurance salesmen 
do not have as great a vision of the 
pavte of life insurance as the prospect 

as. 

Too many salesmen resort to subter- 
fuge and tricks to get in to see the pros- 
pect. Mr. Baker told of one solicitor 
that sent in a note saying he wanted 
to interview him about the Y. M. C. A 
After obtaining admittance upon that 
worthy ground, he then proceeded to 
explain to Mr. Baker that he did not 
want to see him about the Y. M. C. A. at 
all, but was afraid he couldn’t get in 
unless he advanced some such reason. 

“Too many insurance salesmen know 
less about the fundamentals of life in- 
surance than the prospect does, I am 
afraid,” Mr. Baker said, “because they 
become embarrassed by some simple 
question to which they should have an 
immediate answer. 


Wrong Approach Illustrated 


“This kind of an approach I meet oc- 
casionally and it is a good illustration 
how not to sell life insurance: ‘My 
name is Blank, I represent the Very 
Best Life Insurance Company. You 
should carry life insurance. We have 


The main 
thing I try to do with this man is to get 
rid of him as soon as I can. 

“Too many life insurance salesmen use 
words that even a lawyer cannot under- 
stand. Remember you are talking to the 
prospect and not to yourself. 

“T am frank to say, however, that life 
insurance salesmanship in Houston is 
improving. In only the last four years 
I can see a distinct trend for the better. 
As a prospect, I am thankful, and if 
these life insurance schools and life in- 
surance training are responsible, I hope 
we will have more of them. 

“The thing your prospect wants you 
to do is to give him advice which is 
sound, which is clearly governed by the 
prospect’s need and the ability to pay, 
and not by the desire of the salesman to 
make his commission.” 





Baseball Contest Big Success 


A unique contest, devised by W. E. 
Talbot, agency director of the Southland 
Life, was extremely successful, all pro- 
duction records having been broken. 
The contest consisted of five “baseball 
games,” each day counting as an 
“inning.” The territory was divided in 
four parts with a regular “season sched- 
ule of games.” In scoring, applications 
for $1,000 counted as hits, and applica- 
tions for $4,000 as home runs. An appli- 
cation for $5,000 thus would be one 
home run and one hit. Only delivered 
businesS8 was counted. 

The South Texas team won the cups 
for sectional championship with not a 
single defeat charged against it. West 
Texas was second. The individual prize 
winners were: Herman Sugg, Mercedes, 
home runs; Paul Middleton, Houston, 
best all round average; Sam Hughston, 
Brownsville, hits; and B. Harden, 
Bishop, best average for increased pro- 
duction over last year. All four were 
given trips to the world’s series as prizes. 


More Insurance on College Head 


Additional insurance to the extent of 
$100,000 has been placed on the life of 
Dr. J. A. C. Chandler, president of the 
College of William and Mary, Williams- 
burg, Va., for the benefit of the institu- 
tion. The business was written by Her- 
bert Chandler, his son, who is an agent 
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Does Your 
Novelty Advertising 
Reflect the character of your 
Agency? 
When you give Wallets— give Wallets 
you can be proud of —Kaufmann Wallets 





AUFMANN’S Systeman 

Security Holder is an 
honest to goodness good will 
builder. It typifies to your 
clients the brand of service 
you render—your appreciation 
of their patronage—and often 
it helps deliver those extra 
policies. 


It is the best leather container 
on the market designed to 
provide a place for insurance 
policies, bonds, and other val- 
uable papers. 


A standard size at $225 and a 
large size at $3.15. Get the quan- 
tity rates now. 


E. L. KAUFMANN 
Room 700, Austin Bldg. 
Chicago, Ill. 
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GENERAL AGENTS WANTED 
in 
MISSOURI and ILLINOIS 


Our Special Accident Benefits, in addition to 


the complete Double Indemnity coverage for 
accidental death and monthly income for 
Total Permanent Disability, pays an addi- 
tional benefit equal to the face amount, for 
eight special accidents, including : 


Iv, The swrecking of a public conveyance, 

2... The wrecking of a private conveyance, 

3. Being struck or run over-while in or upon 
a public highway. 
And five other features. 


We have thousands of Boosters to give you direct 
leads. You will succeed in a high degree as others 
have, if, when and as soon as you represent 


UNIVERSAL LIFE 


INSURANCE COMPANY of MISSOURI 
700 Times Building St. Louis, Mo. 


E. G. ROLWIN 
President 


W. D. LUMPP 


Director of Agents 























FIRM AS THE 
RUGGED COAST or MAINE 


Enduring --- Substantial --- Dependable, 
with New England conservatism, and too, 
“easy to do business with,’ whether as 
Agent. or Applicant. 


UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND MAINE 



























GREAT SOUTHERN 


LIFE [INSURANCE COMPANY 


E. P. GREENWOOD, President 
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Attractive agency contracts direct with the ‘Home 
Office ; 

A splendid line of policies, to meet all emergencies 
from birth to death, at low rates; 

Complete Home Office co-operation. 








oe 










GREAT SOUTHERN 
LIFE INSURANCE COMPANY 
HOUSTON, TEXAS 
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a sub-standard risk, it was brokered 
among several companies, the Pruden- 
tial getting $40,000 of the amount. The 
sum of $50,000 was already being car- 
ried on the life of Dr. Chandler, this 
being placed in the Equitable of New 
York several years ago. The college 
pays the premiums. 


Alamo Life Presents Trophies 


The Alamo Life of Texas closed Sep- 
tember with the largest number of pro- 
ducing agencies and largest number of 
applications written of any month for 
the year to date. A total of $331,000 
new business was secured in the roll call 
contest held in September. 

The fall district conference of Texas 
managers was held at the home office 
in San Antonio Oct. 3, at which time 
the honor roll trophy cups were pre- 
sented to the two leading districts for 








the month, one cup going to the Austin 
district in charge of H. L. Copeland, 
awarded on account of largest number 
of agencies producing business during 
the month and largest volume of busj- 
ness. The second cup was awarded to 
the Houston district, in charge of Ar- 
thur W. Paine. 





New York Life Nashville Meeting 


More than 40 field agents, officials 
and representatives of the New York 
Life in the middle district of Tennessee 
held a meeting at Nashville, Oct. 6. 
The meeting, an annual event, was pre- 
sided over by Charles H. Langmuir, 
vice-president of the company, who 
came from New York for the purpose, 
W. G. Colenery, agency director, with 
headquarters at Nashville, called the 
meeting. 
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RULING ON GROUP INSURANCE 





Commissioner Fishback of Washington 
Now Holds Premium May Be Di- 
vided According to Agreement 





SEATTLE, WASH., Oct. 6.—Any 
reasonable arrangement consistent with 
sound underwriting principles for the 
payment of group premiums jointly by 
the employer and employe as may be 
mutually agreed will be permitted under 
group policies written in Washington, 
according to a ruling of Commissioner 

O. Fishback, in countermanding a 
previous ruling. 

In May of this year, the commissioner 
issued a ruling that writing of employes 
or associations of employes on the group 
plan at an average premium rate per 
$1,000 of insurance is in violation of the 
state anti-discrimination law. Several 
weeks ago he addressed a circular let- 
ter to group-writing companies, calling 
attention to the former ruling, and 
adding: “It is the ruling of this de- 
partment that on all policies of group 
insurance the premiums on which are 
to be paid by the employer and employe 
jointly, the contribution by the employe 
must be made upon a percentage basis, 
uniformly applied to all employes insured 
under the group, based upon premium 
rates filed with this department.” 

The commissioner has now issued the 
following statement: “Referring to cir- 
cular letter of July 21, relative to the so- 
called group policies where the employer 
pays part and the employes pay part, 
we are constrained, after further con- 
sideration and after consultation with the 
attorney-general, to change our ruling, 
and permit any reasonable arrangement 
for payment of such part of the premium 
by employer and employe as may be mu- 
tually agreed upon.” 





Hammond Agency’s Big Record 


During the absence of General Agent 
Wilmer M. Hammond of the southern 
California agency at Los Angeles of the 
Aetna Life, in attendance at the agency 
convention of his company at Hot 
Springs, Va., the members of his organ- 
ization engaged in a special effort which 
resulted in production for a period of 
two weeks of over $2,250,000 of new 
business. Last year this agency made 
a record of $17,000,000 paid for life busi- 
ness, exclusive of group and commercial 
accident and health. For 1926 Mr. Ham- 
mond pledged a quota of $22,000,000 and 
to date the results are in excess of the 
proportionate allotment. 





Ford Visiting Western Agencies 


Will H. Ford, general manager of the 
ordinary department of the American 
National of Galveston, arrived in Los 
Angeles last week on the last lap of a 
three weeks’ trip to the western agencies 
of his company, during which he visited 
Denver, Salt Lake City and San Fran- 
cisco. Following his arrival in Los An- 





geles two days were devoted to an 
agency meeting, a feature of which was 
the presentation to Mr. Ford by General 
Agent M. M. Waddle on behalf of the 
members of his field force of completed 
applications for $114,000 of new insur- 
ance. This volume was produced within 
the two days preceding his arrival. The 
agency meeting was attended by about 
40 members of the agency, and con- 
cluded with a banquet at the Elite. The 
southern California agency is one of the 
company’s leaders and the first half of 
this vear increased its business about 
$1,500,000. 





Develop Group Insurance 


Leonidas D. Crammer, whose ability 
on the football field at the University of 
California won him nation-wide attention 
several years ago, has been placed in 
charge of the group department of the 
Western States Life and will hereafter 
cover the Pacific coast states in that 
capacity. For three years, 1919-21, Mr. 
Crammer was on the all-Pacific team, 
and one year won honorable mention in 
Walter Camp’s selections. He was for 
some time with the Aetna Life and is 
the first group manager of the Western 
States Life. 





Death Held Suicide 


SPOKANE, WASH., Oct. 6—Mrs. Clar- 
ence Van Slyke, widow of the Chelan, 
Wash., banker killed Jan. 10, 1925, when 
his automobile went over an embank- 
ment, after it was discovered he had 
embezzled large sums from his institu- 
tion, was denied damages in her $35,000 
suit against the Massachfsetts Bonding 
and the International Life. A _ federal 
court jury returned the verdict. The 
insurance companies refused to pay the 
death claim on the ground that Van 
Slyke had committed suicide. Two simi- 
lar cases in which Mrs. Van Slyke is 
suing insurance companies are pending 
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SKEPTICAL OF “FLU” FEARS 





Medical Men See No Indication of 
Coming Epidemic This Fall 
—Rather Contrary Trend 





The medical departments of both life 
and disability companies do not give 
much credence to the prediction of Dr. 
Frank B. Granger of Boston that Oc- 
tober or November will see a new “flu” 
epidemic. Dr. ‘ -anger intimated in his 
recent address before the Internationa! 
Claim Association that all indications 
point to a renewal of this epidemic this 
fall. Most of the company men, how- 
ever, do not incline towards this view. 
They point out that the actual experi- 
ence in their offices even indicates the 
contrary trend. Most of the companies 
show a persistent decrease in respira- 
tory diseases and see no reason for as- 
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suming that the next month or two will 
see a reversal to the condition whicn 
existed in the spring. 

It is pointed out by some that certain 
medical men regard influenza as a dis- 
ease which follows closely upon certain 
cycles and, according to that interpreta- 
tion, the time may now be ripe for the 
cycle to call for a recurrence of the 
1918 experience. As there is no indica- 
tion of such a trend and such a view 
could merely be a guess at best, the 
medical departments do not greatly fear 
such a condition. It is always a possi- 
bilitv, of course, and experience of 
recent years has made medical men 
believe that any moment may see a re- 
currence of the disastrous experience of 
1918. The influenza toll has been 
heavily felt in recent years in both the 
life and accident offices, disability com- 
panies in particular, reporting that 
from one-quarter to one-half of their 
total disbursements go to pay influenza 
and pneumonia claims. There is no in- 
dication of any particular aggravation 
of the situation at present, however, and 
medical men are hoping that the guess 
of those who see trouble in the offing 
is a guess that will go wrong. 


Stop “Purchase Liability” Plan 

CHARLESTON, W. VA., Oct. 6—The 
West Virginia department has received 
information that the Norwich Union In- 
demnity and the Royal Indemnity were 
sponsoring a policy giving installment 
purchasers of automobiles insurance in 
case of lapse in time payments. The 
policy is called “purchase liability.” Ac- 
cording to the report, a brokerage house 
in New York City, W. S. Mays & Co., 
seems to have been pushing the policy 
through the automobile sales agencies. 
Inasmuch as this is in violation of the 
resident agency law of the state, a call 
was made upon the Buick agency in 
Charleston and when the matter was ex- 


— 





plained, that agency promptly stated 
that no more policies would be sold. In 
another agency the representative of the 
state department was ordered out of the 
place in an insolent manner and was told 
that the agency weuld continue to sell 
the policy. Information was thereupon 
filed with the county prosecutor. The 
latter caused the arrest of R. N. Snyder, 
who gave bonds for his appearance in 
court Oct. 11. It is stated that a grand 
jury indictment will follow. 


Fewer Automobile Fatalities 


NEW YORK, Oct. 6—A slight decline 
in automobile fatalities this year is re- 
ported by the Metropolitan Life, in a 
statistical report covering such accidents 
up to Sept. 4. It is stated that the de- 
cline was due to a decided falling off in 
the rate during July and August, the 
first six months of the year showing the 
usual increase. The figures used in the 
analysis cover the experience of the 
company's 17,000,000 policyholders. In 
commenting upon the reason for the 
summer decline in accidents, the com- 
pany states that there is no definite rea- 
son apparent, but the unseasonable 
weather might have caused the reduction 
or else the safety campaigns recently in- 
augurated are beginning to bear fruit. 
The company points out, however, that 
this is the first time since it began com- 
piling statistics that the automobile 
death rate among its industrial pvlicy- 
holders has shown a decrease. 


General Accident’s Industrial Conference 


PHILADELPHIA, Oct. 5—Industrial 
managers of the General Accident held 
a convention here recently. They gath- 
ered from the eastern and middle western 
states. There were 28 managers who were 
greeted at the American headquarters of 
the company by Frederick Richardson; 
United States manager. 

There were several 
on new ideas suggested in the under- 
writing of accident insurance. The set- 
tlement of claims was also discussed. 
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TRANSFER VETERAN MANAGER 


L. L. Adams Goes to St. Louis for Met- 
ropolitan and Is Succeeded by 
C. W. Kinman 





KANSAS CITY, MO., Oct. 6.—L. L. Ad- 
ams, senior manager of the Metropolitan 
Life in Kansas City for the past 18 
years, has gone to St. Louis to become 
manager of the O’Fallan Park district 
in that city for the Metropolitan. Mr. 
Adams suffered a breakdown several 
weeks ago, and although he was not 
anxious to leave Kansas City, where he 
has been in business for the last 26 
years, he accepted the promotion be- 
cause his new position will be less ex- 
acting. Mr. Adams started with the Met- 
ropolitan about 25 years ago, and when 
he became manager for the company 
here there was only one office in the 
city. 

Mr. Adams has been very active in 
public affairs in Kansas City, serving in 
many civic and political capacities. Mr. 
Adams has always been interested in the 
Life Underwriters Association, serving 
as president of the organization for one 
term. During the years he has been 
manager for the Metropolitan in Kansas 
City his office has done more than $60,- 
000,000 in business. His office has more 
group insurance in force than any office 
in the country, it is said. 

Charles W. Kinman, formerly manager 
of the Franklin district of the Metro- 
Politan in St. Louis, has been appointed 
to take the place of Mr. Adams as man- 
ager of the Westport district. Mr. Kin- 
man also has a long record of service 
with the Metropolitan, having started 
with the company 18 years ago, 13 years 
of that time as manager. For the past 
six years he has been manager of the 
Franklin district in St. Louis, coming 
to St. Louis from Memphis, where he 
was located for five years. Mr. Kinman 
has been active in the Life Underwriters 
Association, wherever he has been, and 
ps president of the association in Mem- 
phis. 


Public Savings Changes 
Recent changes in the field by the 
Public Savings are: 

Superintendent E. D. Kirkland, Indian- 





apolis East, transferred to Muncie, Ind. 
Agent A. F. Jackson, Portland, Ind., is 
promoted to superintendent. Agent D. 
Thacker, Vincennes, Ind., promoted to 
superintendent at Linton, Ind. Superin- 
tendent E. Filer, Detroit 2, is transferred 
to Detroit 4. Agent H. Carney, Royal 
Oak, Mich., is promoted to superintend- 
ent. Superintendent P. E. Geis, Eaton, 
O., is promoted to manager at Spring- 
field, O. Agent H. S. Oler, Eaton, O., is 
promoted to superintendent. Agent W. J. 
Sampson, Marion, O., is promoted to su- 
perintendent. Agent G. M. Daugherty, 
Dayton East, is promoted to superintend- 
ent. Superintendent W. J. Plunkett, 
Greenville, O., is transferred to Piqua, O. 
Superintendent F. L. Clutter, Louisville 
West, is transferred to Greenville, O. 
Superintendent H. W. Bowers, Van Wert, 
O., is transferred to Lima, O. 


News of Prudential 


The expansion of the Prudential’s 
business at Pontiac, Mich., and neighbor- 
ing towns has made it necessary to 
establish a superintendency at that place. 
The new district is in charge of Edwin 
G. Hollenbacher, who has been advanced 
to superintendent to fill the created 
office. He has had many years of ex- 
perience as an assistant. 

A new assistancy has been created at 


Duluth, Minn., to care for the business 
at that place. Agent Harley 0. Herring 
has been selected to fill the position. 


He has progressed steadily in the various 
branches of the business and has demon- 
strated his ability. 


October Is Policyholders’ Month 


The Connecticut General Life is ob- 
serving October as “Policyholders 
Month” and a special campaign is being 
carried on to add additional insurance 
on those now with the company, $2v,- 
000,000 having been set as the goal for 
October. During this month the com- 
panies will accept without medical ex- 


amination an application up to $10,000 


on anyone who has been accepted un- 
der a standard life policy or a non- 
cancellable disability policy in the past 
five years and whose total insurance 
with the company does not now exceed 
$90,000. The right is reserved, of course, 
to reject or demand full examination. 
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The LIBERTY LIFE 


where 
to all 


We have also established a 
system whereby all Local 
Agents 
their General Agent under 
the new plan. 


Our policies cover every 
modern feature of protec- 


tion. 


Our 


speaks for itself. 


Agency openings in each of 
the following states: Kan- 
sas, Missouri, Nebraska, 
Arkansas, Illinois, Califor- 
nia, Texas, Colorado and 
Wyoming. 


Presents a New Sales 
Organization Plan 


prospects are supplied 
their new Agents. 


receive aid from 
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A Real Opportunity for Good Men 


The LIBERTY LIFE 
INSURANCE CO. 
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Business is just a human need 
Wrought out in thought 
And word and deed 

With Service, not self, 

For its modern creed 
—Selected 
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Security~-— 


@ When the Mutual Benefit was 
organized in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, Panics and 
Epidemics of all these years, it 
has always stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 




















A Hearty Welcome! 


ee oe eee 2 beet to the Motion 
during these of celebration of the one hundred and 
fiftieth anniversary of the signing of the Declaration of 


Independence, and it is commemora that momentous 
event by a Sesqui-Centennial Exposition of notable charac- 
ter, which is the historical successor of the Centennial 
Exposition of 1876. 


The Home Office of the Penn Mutual is on famous 
Independence Square in Philadelphia, facing Independence 
Hall, where the Declaration was signed and where hung, 
and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to 
Philadelphia during these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 




















Organised 1847 
If If 
Territory does make a difference You are a producer 
aa If 
Close co-operation is necessary You believe in yourself 


If If 
A friendly interest is needed You want a REAL job 


Write or wire 
S. M,. CROSS, President 


OLUMBIA LIFE 


INSURANCE COMPANY 
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LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
liberal forms of 


Issues the most INARY Policies 
from $1,000.00 to $100,000.00 
with premiums payable » semi-annually or quarterly 


Policies up to $1,000.00 
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NEWS ABOUT LIFE. POLICIES 





Policy Literature, Rate Books, etc. 
PRICE, $3.50 and $2.00 respectively. 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
pplementing 
and ‘‘Little Gem,”” Published Annually in May and April respectively. 


Su the “Unique Manual- 
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AVOID CONVERSION TROUBLE 


Mutual Life of New York Makes 


Regular Policy Term Insurance 
By Endorsement 








Every agent who has written a term 
policy will agree that there is some 
difficulty in getting the insured to con- 
vert to a permanent form, regardless of 
how good his intentions were in the be- 

inning. The Mutual Life of New 

ork has gotten around this to some 
extent by issuing the regular permanent 
form desired but with an endorsement 
which provides that the first 2, 3, 4 or 
5 years shall be term insurance. 

This endorsement reads as follows: 
‘______vear term insurance. It is 
agreed (a) that the insurance provided 
for under this policy prior to the-——— 

y of 19——— is term 
insurance, (b) that such date is the 
date from which the policy years, the 
number of years the policy has been 
in force, and the number of years’ 
premiums paid shall be reckoned: for 
the purposes of the sections entitled 
‘Loans’, ‘Cash Value’, ‘Options on 
Lapse’, and ‘Table of Cash and Loan 
Values and Options on Lapse’, (c) 
that as to the section entitled ‘Privilege 
of Change to Other Forms of Policy’ 
such date is the date of this policy for 
the purpose of determining the date of 
the policy and the age of the insured 
under any new policy issued in exchange 
herefor, and the number of years’ 
premiums payable under such new 
policy must not be greater than the 





a 


der this policy, both reckoned from 
such date, and (d) that as to the sec. 
tion entitled ‘Annual Dividends’ Option 
1 shall not apply to dividends allotted 
during, or at the end of, the period of 
such term insurance and such dividends 
shall be payable in cash if the insured 
does not elect Option 3 or 4.” 

The duration of the term insurance is 
limited to from two to five years. At 
the end of the term period the conver- 
sion is automatic but conversion may 
be made during the term. The insur- 
ance, both the term insurance and the 
permanent policy, may contain disabil- 
ity or double indemnity benefits. Where 
the policy is to carry special benefits it 
will be issued on male lives only from 
ages 21 to 53 inclusive, the term dura- 
tion being such that it will not run be- 
yond age 55. In other words, from age 
21 to 50 the term may be from two to 
five years inclusive but at age 53 it may 
be for two years only. Where the in- 
surance is to be without disability or 
double indemnity benefits the policy 
will be issued on male or female lives 
from ages 21 to 63 inclusive, the term 
duration being limited so as not to ex- 
tend beyond age 65. Following are 
rates per $1,000 preliminary term: 


Age 2 Yr. 3 Yr. 4Yr 5 Yr. 
a aseneseen $11.86 $11.89 11.93 $11.97 
a eheseutce 12.64 12.69 12.74 12.80 
Me cvccesues 13.73 13.80 13.89 13.98 
GD ceccstese 15.34 15.47 15.60 15.75 
GB sccccoees 17.81 18.04 18.29 18.57 
SO. cccveevoes 22.09 22.54 23.01 23.51 
P es60e0088 29.3 30.11 30.91 31.76 
Oey wedesecee 41.15 42.42 43.71 45.09 





Union Mutual Life 


The Union Mutual Life of Maine has 
eliminated its military training clause 





number of years’ premiums payable un- 


as of Oct. 1. 











NEWS OF LOCAL ASSOCIATIONS 














GOOD LOS ANGELES PROGRAM 





Banker and Jurist Address Life Under- 
writers—Sales Demonstration 
Given 





LOS ANGELES, Oct. 6.—Approxi- 
mately 250 members and guests of the 
Life Underwriters’ Association of Los 
Angeles attended the monthly dinne:- 
meeting. President Vernon H. Jenkins, 
Occidental Life, presided. He stated 
that resolutions in honor of the mem- 
ory of Spencer S. Cole, who served as 
secretary of the association for several 
years, and of Layton A. Greenwood, a 
former president of the association, both 
of whom passed away last month, were 
now being prepared and would be pre- 
sented for adoption at the October 
meeting. E. K. Waddle, the new sec- 
retary of the association, was intro- 
duced by President Jenkins and re- 
sponded briefly. 

Leroy A. Mershon, secretary of the 
trust company section of the American 
Bankers’ Association, extended an invi- 
tation to the members of the associa- 
tion -to attend a meeting of his organi- 
zation here this week. In connection 
with this invitation, Mr. Mershon spoke 
briefly on the present active and rapid 
growth of the spirit of cooperation be- 
tween trust company officers and life 
underwriters. 

_ In a sales demonstration of program 
insurance, O. Martinsen, assistant 
general agent of the Aetna Life, was the 
salesman, while the prospect was R. L. 
Hoge, also of the Aetna. The case was 
that of a department manager of a 
manufacturing concern, age 35, wife’s 
age 32, with two children, a boy of 8 

















years and a girl of 6 years; salary of 





the prospect $6,000 per annum, The 
sales talk made by Mr. Martinsen was 
concise and snappy in the highest de- 
gree, yet marked by that dignity of 
presentation that is a feature of the 
work of the successful life underwriter. 

John Wesley Luter, judge pro-tem 
of the superior court of Los Angeles 
county, delivered an interesting address 
on “Inheritance Tax and the Commun- 
ity Property Law.” He briefly reviewed 
the California community property law, 
with particular reference to the opera- 
tion of the law in its relation to state 
and federal inheritance taxes and the 
test cases which have recently been de- 
cided. 

x * x 


ESSENTIALS OF LIFE AGENT 





Robert J. Williams Tells Buffalo Asso- 
ciation Necessary Qualities For 
Success in Business 





BUFFALO, N. Y., Oct. 7.—Robert J. 
Williams, for many years a laborer-mis- 
sionary with Ralph Conner, sky pilot 
in the Canadian woods, and now head 
of the educational department of the 
Union Central Life, attracted one of 
the largest gatherings of the Buffalo As- 
sociation at the first fall meeting last 
week, More than 350 insurance men 
and women were in attendance. He 
was introduced by General Turgeon, 
Union Central agent in Buffalo, and a 
former president of the association. 

Mr. Williams told of a few happy and 
unhappy incidences in his opening 
career as a life insurance salesman. |! 
said that one of his methods of winning 
his prospect was to encourage him to 
tell all the funny stories he knew about 
the Englishman. He told of the hard- 
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ships encountered during his first year 
in the selling end of the insurance busi- 
ness. He had seen big producers come 
in with $50,000 applications accompanied 
by a cash deposit, and wondered if his 
chance was ever coming, or if the luck 
would ever come his way. It was 
through months of discouraging ex- 
periences that Mr. Williams said he be- 
gan to write larger policies and things 
jooked much brighter. 

“To be happy on the job, a man must 
have an all-round wholesome existence,” 
he said. “He must not live a distorted 
life. Six essentials come to my mind 
as being necessary in the ideal insur- 
ance man’s life. 

“In the first place he must have a job 
that he can look upon with pride. If 
you are not proud of your job as an 
insurance man, you had better get out 
and try something else. 

“In the second place, every insurance 
man should have a hobby. The hobby 
should be an inexpensive, innocent and 
incidental thing. When it ceases to be 
innocent and inexpensive, it is no longer 
incidental and neither is it a healthy 
part of the happy life plan. A hobby 
should act as a relaxation from your 


ob. 
“The third essential is having a 
friend, someone to whom you can con- 
fide, tell your troubles and shortcom- 
ings, without the fear of criticism and 
scorn, Pick your friend very jealously, 
and be just as good a friend to him. 

“Fourth, every man should have a 
hero. Your friend cannot be your hero, 
because a hero is just out of reach. 
There is something exalted about a 
hero, you have picked an ideal in him 
that permeates a fragrance into the air 
you breathe. But, I tell you it is a 
beautiful experience to be able to at 
least touch his fingertips. It will have 
a mighty influence on the life you have 
set out to live. 

“My fifth essential is that you must 
have a church. It doesn’t make any 
difference what denomination it is, but 
make yourself a member of the church 
in which you feel most natural. You've 
got to get attached to some spiritual 
atmosphere to be happy on the job. 


“Have a cause. This is the sixth 
essential. Give of your strength to 
something that cannot possibly bring 


you money. Work for the crippled 
kiddies, the Red Cross, anything that 
will give you the satisfaction of having 
offered a lift. 

“The man who writes $3,000,000 or 
$4,000,000 a year does not forfeit these 
things. Because of them he is a bigger 
producer. For some intangible reason 
your production grows. You lose that 
worried look that drives prospects from 
you. Out of these things from their 
own volition, will come all the prospects 
you can possibly handle. There is a 
confidence born in the persons you are 
associated with.” ; 

* * x 

Lincoln, Neb.—The first meeting of the 
fall found a considerable number of 
members absent, but those present were 
entertained by reports of the national 


convention presented by President A. R. 
Edmiston and his son, Robert H. Edmis- 
ton. The fact that it was not as well 
attended as expected was a surprise to 


the westerners because of the nearness 
of Atlantic City to the big insurance 
centers, A. R. Edmiston was especially 
impressed with the parts taken in the 
convention by outstanding men like 
Darwin P. Kingsley, and deprecated the 
policy of inviting men outside the pro- 


— that have excellent records of 
ousiness deeds accomplished to make 
Speeches and addresses who have no 


sraces of public speaking and no voices 
to be heard. 
* * * 


it Boston—The Boston association opened 
$ 1926-1927 season with its annual fall 
outing Thursday at the New Ocean 
House in Swampscott. There were some 
on attendance. Paul Ramsey’s team 
es n a baseball game from a team cap- 
ained by Spencer Dodd. George Engle 
het Putting contest, Mrs. Edward I. 
rown and Miss Griffeth won whist 
ng at the ladies’ whist match, and 
decia ng a golf match with winners un- 
Presid - At the dinner in the evening 
talke ent Edward I. Brown presided and 
ware = the recent national convention 
Aline euvem by Paul F. Clark, Lloyd K. 
Allen, Charles C. Gilman and W. E. Col- 


lins. David E. Sprague presented the 
prizes for the afternoon contests and 
dancing closed the evening. 

* * * 

Bridgeport, Conn.—The Bridgeport as- 
sociation has elected the following offi- 
cers for the ensuing year: President, 
Richard H. Brown; vice-presidents, G. 
Warren Beach and Floyd H. Crego; sec- 
retary-treasurer, John J. G. Callahan; 
directors, James L. Hanley, John A. Han- 
son, Frederick A. Griswold, Theodore T. 
Philips, Franklin H. Coville and the 
officers. 

x * * 

Richmond, Va.—The Richmond asso- 
ciation will resume its activities Oct. 11 
with a luncheon meeting. President 
Ralph Harrison has arranged with a few 
of the members who attended the recent 
meeting in Atlantic City to outline some 
of the worthwhile points of that con- 
vention. 

* * * 

Texas—The first annual meeting of the 
Texas association will be held in Dallas 
Oct, 21-22. The organization is com- 
posed of the various local associations of 
the state and it is expected some 500 will 
attend. The second day the insurance 
men will visit the State Fair to enjoy 
special programs prepared for insurance 
men. The State Fair this year, for the 
first time, designated Oct. 22 as “insur- 
ance day.” 

* * * 

Houston, Tex.—The Houston associa- 
tion is staging a membership campaign of 
unique plan. The association hopes to 
secure 100 members in the present drive 
which closes in May. It has named two 
committees of five members each, and 
named these committees the American 
League team and the National League 
team. To the captains of the winning 
team the association will pay gold 
prizes while to the members of either 
team which brings in as many as two 
members the association will pay one 
year’s subscription to any insurance 
magazine the individual member wishes. 

*x* * * 

Atlanta, Ga.—Charles C. Clabaugh, 
general supervisor of agencies of the 
Maryland Life, was the speaker at the 
monthly meeting of the Atlanta associ- 
ation last week. He reviewed various 
addresses given at the recent National 
convention in Atlantic City. Maj. R. J. 
Quinn, who was a delegate to the con- 
vention, also gave reports. No meeting 
of the Atlanta association will be held 
in October, but plans are being made 
for an interesting meeting early in No- 
vember. 

x * * 

Louisville.—The Louisville association 
honored Walton L. Crocker, president of 
the John Hancock Mutual Life, at a 
luncheon Wednesday. Mr. Crocker 
stopped in Louisville on his way to 
Nashville to attend a meeting of the 
board of directors of the United States 
Chamber of Commerce. 

> 2S 

Indianapolis.—Dr. George B. Van Ars- 
dall, field instructor of education for the 
Equitable Life of New York, will ad- 
dress the Indianapolis association Oct. 


30. 2s 

Saginaw, Mich.—The Saginaw County 
association at last week’s meeting heard 
an address on “Trusts and Wills” by R. 
Perry Shorts, vice-president of Second 
National Bank. The meeting opened the 
season's activities for the association. 

oo, # 

Des Moines.—The Des Moines associa- 
tion’s first meeting of the year was held 
last Saturday. Joseph Peterson of the 
Berkshire Life, president of the associ- 
ation, presided. About 70 members pres- 
ent heard an inspirational talk by Super- 
intendent of Schools John W. Studebaker 
on “America’s Education Needs.” Mr. 
Studebaker stressed the need of this 
country for an educated citizenry to 
carry on American ideals. Following 
Mr. Studebaker’s address, W. D. Bowles, 
general agent here for the Phoenix Mu- 
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CONTRACT HAS BEEN RE- 
VISED AND IMPROVED 


60% graded and one renewal right off the bat. 
5% extra for cash. 


Bonus and additional renewals for volume. 
Five renewals of 5% for a volume of $25,000 paid per- 
sonal production in any agency year. 
$1.00 per thousand bonus and 10 renewals for $50,000. 
$2.00 per thousand bonus and 10 renewals for $100,000. 
$3.00 per thousand bonus and 15 renewals for 
$4.00 per thousand bonus and 15 renewals for $600,000. 
Automatic Promotion—Vested Renewals—Unrestricted 
Territory and the Right to Appoint Other Agents 
Their volume is combined with yours, and YOU receive the 
bonus and renewals for which you qualify and they fail to qualify 


on their business. rote 
There is our whole wonderful agency proposition in a nutshell. 


The Policies You Would Sell Are Equally Attractive 


You have heard of PERFECTED ENDOWMENTS which are 
Ordinary Life with endowment additions and return the savings in 
addition to the face of the policy in the event of death. You should 
also investigate 


The Preferred Risk $5,000.00 Special 


Ordinary Life—$5,000—Age 35—Premium $106.50 
Dividend $17.25—First Year Net Cost—$89.25 
or $17.85 per thousand . 
Contingent upon payment of the second premium 


Compare out net cost with that of your favorite company or 
with Government Insurance. You have a surprise coming 


AND THE END IS NOT YET! 


The Columbus Mutual Life 


Insurance Company 
580 E. Broad Street 


Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice-President and Sec’y. 




































We have opportunities for Agents in 
Arkansas, Illinois and lowa 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 















THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


Insurance in Force... ..........-0eeeeeeecceseeeeesese++ Over Fifty Million 


Paid Policyholders since organization...................+++++++Five Million 
WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and 
Address S. W. GOSS, Vice-President, 134 N. La Salle St., Chicago, Ill. 
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tual Life, speke on “How Life Insurance 
Can Guarantee America’s Educational 
Needs,” following Mr. Studebaker’s talk 
in an excellent manner. He showed 
what life insurance has meant in equip- 
ping the young men and women for 
life’s battles, through education. The 
next meeting will be Nov. 6. 
*x* * * 

Springfield, I11.—All Springfield life in- 
surance agents will be enrolled as mem- 
bers of the Springfield association if a 
comprehensive membership campaign 
now sponsored by the organization at- 
tains its purpose. Plans are being made 
to bring a nationally known speaker to 
the association monthly and Harvey 
Solenberger has been named chairman of 
the program committee for the forth- 
coming season. 

x *x * 

Alteona, Pa.—Disapproval of the re- 
cent action of Commissioner Barfod of 
Pennsylvania, who by executive order 
from his department abolished the func- 
tioning of the county advisory boards 
throughout the state, was expressed in 
a resolution adopted by the Altoona as- 
sociation. The local body, composed of 


representatives of leading life insurance 


companies, contends that in so far as 
the advisory board operations were con- 
cerned locally, at least, they operated 
fairly and with satisfaction to all con- 
cerned. 


INTERESTED IN RECENT 
OPINION IN WISCONSIN 


(CONTINUED FROM PAGE 1) 
such rates, practically no business of the 
kind has been written. 

The opinion also holds that it is in 
violation of the law and discriminatory 
in favor of the officers, particularly those 
above the average age, to permit them 
$10,000 of insurance at the average rate 
when employes of the same age and 
under like form of contract are only 
allowed $3,000 of insurance. Laws in 
many states have forced these differences 
in size of policies upon the companies 
for their protection. If all employes 
were allowed $10,000, only those who 
were ailing and in some danger of death 
would desire to or could possibly afford 
to pay so much for protection. Ar- 
bitrary limits of $3,000 more or less in 
particular cases have been set only after 
careful calculation has shown that $3,000 
more or less represents the average pol- 
icy that the average employe would or 
could carry under ordinary circum- 
stances. 

In his opinion on the case submitted 
Commissioner Johnson also takes ex- 
ception to the agreement on the part of 
the company to accumulate commissions 
saved as a result of direct writing and 
to pay such savings from commissions 
as a special dividend. “A dividend in 
life insurance,” he says, “is a refund of 
premium overpayment and savings, and 
it would make no difference whether the 
source of such saving or overpayment 
was from loading, expense or commis- 
sion savings, mortality or interest gains, 
so long as there was no discrimination 
in apportionment and distribution be- 
tween insurants of the same age under 
a like form of policy. To offer such a 
refund under a group or wholesale con- 
tract and not to all insurants would be 
a discrimination and a violation of the 
law.” 

Other Feaures Questioned 


Objection is also voiced to non-medi- 
cal policies on the grounds that it grants 
an advantage to some insurants and not 
to others of the same class and equal 
expectation of life. 

All of these opinions are based upon 
a law which was originally and solely 
intended to do away wtih the old evil 
of rebating which took many forms that 
benefited some to the manifest disad- 
vantage of others. It seems quite a 
stretch to use and interpret this law to 
cover the writing of group insurance 
and non-medical policies which it was 
not designed to deal with in any way. 
The feeling among group insurance ex- 
ecutives here is that if the law as it 
now stands can only be interpreted in 
such a fashion, the legislatures of Wis- 
consin and other states should immedi- 
ately be called upon to pass additional 
legislation to protect the writing of 





group insurance and other special forms 
which are perfectly legitimate phases of 
the life insurance business. 


See No Cause for Debate 


It is felt here that the query submitted 
to Commissioner Johnson may have 
been put by some of those companies 
which do not write group business and 
perhaps feel that the rapid growth of 
group insurance has cut into the ordin- 
ary field. There seems no reason to be- 
lieve that this is so, for most group 
insurance policies are issued on the lives 
of persons who never are in the market 
for ordinary policies. The growth of 
group insurance has therefore not been 
at the expense of other forms of life 
insurance. On the contrary, it appears 
to have resulted in a pure addition to the 
total of life insurance in force. It has 
spread the many advantages and benefits 
of life insurance among a class of people 
who could have been reached in no 
other way. 


WILL TAKE NO ACTION 


MILWAUKEE, Oct. 6.— Commis- 
sioner Johnson of Wisconsin has sup- 
plemented his opinion on group life in- 
surance given last week, by stating that 
unless a specific complaint is filed with 
the department no action will be taken 
to determine whether certain group in- 
surance policies in force in the state are 
in violation of the state insurance laws. 

The commissioner stated that he had 
no knowledge that there are such poli- 
cies in force in the state as all of the 
sample policies submitted for approval 
are within the law, and he said that if 
some one files a formal complaint with 
his office that there are group policies 
in force that are discriminatory an open 
hearing will be called to determine the 


facts. 
See No Effect 


A manager of one of the large com- 
panies operating in Wisconsin stated 
that he believed Commissioner Johnson 
only stated that which had already been 
confirmed, when he gave his opinion in 
the statement of facts. He said that 
whether it will affect the group life in- 
surance business in Wisconsin will re- 
quire investigation, study, and an 
analysis of the opinion of the commis- 
sioner, and comparisons would have to 
be made with previous rulings on group 
life. 

That the person who asked for the 
opinion on the statement of facts and 
queries is evidently under the impression 
that companies writing group life today 
are still working under the old plan of 
group life insurance, is the general 
opinion of the local managers. They 
state that whoever asked for the opinion 
is confused between group and ordinary 
life. It was pointed out by the men in 
Milwaukee that group life is a distinct 
class and essentially different policy 
forms are used for group life than for 
ordinary life. 


OFFICE MANAGEMENT 
ASSOCIATION MEETS 


(CONTINUED FROM PAGE 3) 
Mr, Pennicke said that the disadvan- 
tages of the use of the machine should 
be considered in determining the salary. 


No Personal Service Given 


In his company no stenographer gives 
personal service to any dictator. All 
cylinders are taken directly to the cen- 
tral stenographic department and there 
distributed as the different girls finish 
the work on hand. All work is read by 
the head of the department before it 
is returned to the dictator, and after a 
letter is once signed by the dictator 
the department is not responsible in 
any way. All extra typing and copying 
is handled by the central stenographic 
department as “filler” to occupy spare 
time. Mr. Pennicke- said that it has 
been found more satisfactory to employ 
fully experienced stenographers and 
train them for machine operators, than 
to try to develop their own stenograph- 
ers. The stenographers are on a com- 
petitive basis, according to a carefully 
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arranged measurement of output, and 
their salaries are determined by the 
amount of work done. The greatly jn 


creased efficiency of the central steno. 
graphic department is indicated by the 
fact that before such a system was es. 
tablished approximately two and one. 
half times as many girls were employed 
as at present. Between 1921 and 1995 
the average production per week for 
the individual increased 49 percent. 
Other Discussions Held 


J. G. Parker, actuary of the Imperial 
Life of Canada, was chairman for the 
conference on retirement and pension 
plans for life insurance companies, 
Franklin B. Mead, vice-president of the 
Lincoln National Life, conducted the 
discussion of the organization and ad- 
ministration of the central filing depart- 
ment, including a consideration of the 
destruction of records, and W. G. Baii- 
ley of the Business Research Corpora- 
tion, and Henry Bruere, third vice- 
president of the Metropolitan Life. 
talked on anticipating and measuring 
home office operating costs. J. Stewart 
Hale. actuary of the Northwestern Na- 
tional, was chairman for the discussion 
on the routine for the collection of past 
due premiums from agents. The sys- 
tems in use in various offices for secur- 
ing such premiums were outlined in de- 
tail. The conference on plans for home 
office operation which have proven un- 
successful was conducted by Roy M. 
Jones, secretary of the Atlantic Life, 
and that on home office salary scale and 
personnel data by F. I.. Rowland, man- 
ager personnel and planning depart- 
ment of the Lincoln National Life. 


SECURITY LIFE CONVENTION 


Nebraska Company Holds Gathering of 
Agency Force at Its Home Office 
in Lincoln 


Cooperation was the keynote of the 
various addresses and almost the whole 
program arranged for the annual agency 
convention of the Security Mutual Life 
of Nebraska, held at Lincoln on Oct. 
1-2. President E. B. Stephenson wel- 
comed the agents, outlined the business 
for the past year and plans for the fu- 
ture, and expressed appreciation of the 
faithful work done by the field represen- 
tatives. He was made the victim of a 
surprise policy shower. In the 15 days 
just preceding the convention 26 agents 
conspired to conduct a special drive, re- 
sulting in a bundle of 82 applications 
totaling $168,000. These were accom- 
panied by 26 roses, one for each agent, 


and a note of appreciation. 


W. A. Lindley, former president, who 
still puts in eight hours at an actuarial 
desk each day despite the fact that he 
was 80 years old, Oct. 3, told his idea 
of the type of agents that succeed, based 
on 40 years hiring and supervision ol 
them. At the banquet which closed the 
convention, Mr. Lindley was in turn 
surprised by being given a birthday 
bouquet of roses. asi 
The $150,000 Club for 1926 consiste 

three out-of-stage representatives, 
Frank S. Richards of Oregon, who won 
the presidency, T. R. McPheeters o! 
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Give Greater Service to Prospects by 
Developing Satisfactory Programs to 
Provide for as Many Needs as Possible 


partment in the W. E. Lord agency, 

Cincinnati, gave the following talk 
on programming insurance at the Con- 
tinental Assurance 1-2-0 Club conven- 
tion, held in Chicago, last week: 

Life insurance companies the world 
over are modifying their plans and con- 
tracts yearly, with the idea of giving 
greater service to their clients, and some 
successful general agents boast of the 
fact that they can sell their contracts at 
a higher rate than others, in view of the 
value of the service rendered their 
clients. 


Buy Insurance Only to 
Fulfill Definite Needs 


Fundamentally, life insurance should 
be bought only to fulfill a definite need. 
Therefore, a man who sells a life insur- 
ance contract without attempting to link 
it up with a definite program, has put 
his horse ahead of the cart. He has 
overlooked an opportunity for future 
sales. The very fact that he has secured 
an order indicates that he is on the in- 


Jes Cronin, manager of the life de- 





side, and even though the contract may 
be a small one, it at least can be recog- 
nized by the purchaser as a definite step 
toward an ultimate program. 


Satisfactory Program 
Overcomes All Objections 


A well thought out and properly pre- 
sented program usually overcomes all 
objections then arising in the mind of 
the prospect. The program itself will 
enable him to visualize his needs. The 
best sale is the sale of an idea and the 
necessity of gradually acquiring the 
amounts necessary to ultimately carry 
out a program. The problems attend- 
ant upon establishing an insurance pro- 
gram are not unlike those required in 
the building of a house: First, plans 
must be made to assure a structure con- 
forming to the owner’s desire. Then 
suitable materials in accordance with 
his buying power and taste must be 
chosen. Then, the progress must be 
supervised until final completion of the 
structure is realized. A house built for 
today, however, may not fit the needs 





of the owner tomorrow. So it is with 
an insurance plan. It must be carefully 
thought out to fit the needs of the in- 
sured today, but this plan will not 
necessarily take care of the needs that 
may arise tomorrow. 


Program Method Shows 
Inadequacy of Insurance 


It is one thing for a prospect to buy 
separate policies to take care of each 
specific need, and quite another matter 
to buy these separate policies as a part 
of a well defined plan. Too much 
emphasis can not be placed upon the 
importance of showing your prospect 
what a complete life insurance program 
will accomplish for him. Since most 
men are prone to underestimate their 
needs for life insurance in proportion to 
their obligations, the program method 
affords the means of convincing them 
of this inadequacy. 


Ready Cash at Death 
Is First Consideration 


A life insurance program should pro- 
vide: First, ready cash to pay expenses 
incidental to last illness, funeral ex- 
penses and other obligations, and an 
extra sum necessary for dependents to 
carry on for a certain definite time; 
second, a monthly income for the sup- 
port of dependents either for life or for 
a limited number of years; third, educa- 


tional program for minor children, if 
any. The amount necessary to com- 
plete such a program depends upon the 
prospect’s standard of living and the 
amount he is able to save each year out 
of his income. 


Complete Program 
Protects Insured’s Time 


You may think that this idea will not 
appeal to all of your prospects at first. 
lf you can get them to view their re- 
sponsibilities in their entirety, instead 
of piece-meal, their conception of life 
insurance will be enlarged, as well as 
their appreciation of the service you 
have rendered in getting them to con- 
ceive such a plan. 

Programs vary with each individual 
client, but no program should be com- 
plete without a “non-can” disability 
policy or accident and health contract. 
Any sale established in this manner will 
produce a friendly personal relationship, 
which is gained by his confidence in the 
worth while service performed by you. 


Keep the Program 
Fitted to Changing Needs 


It is a great mistake to submit a pro- 
gram without carefully utilizing the 
present life insurance he is carrying 
either with your company or other com- 
panies. A program is merely a working 
plan to guide the discussion and should 
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ONE OF THE MOST COM- 
PLETE SALES PLANS IN 
THE INSURANCE FIELD. 
A SIMPLIFIED PLAN THAT 
WILL DOUBLE YOUR IN- 
COME IF PROPERLY USED. 
WRITE FOR DETAILS OF 
THIS AGENTS’ 
YOU ARE INTERESTED IN 
A GENERAL AGENT’S CON- 
TRACT WITH AN OLD 
ESTABLISHED 3 PER CENT 
MUTUAL COMPANY. 


All inquiries held in strict confidence 


REGISTER LIFE 
INSURANCE COMPANY 


“Growing Since 1889" 
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AGENTS 


Direct leads—livest and 
most helpful general 
agency in Chicago—is 
how one of our agents 
has characterized us. 


Good Men are 
Always Wanted 








You'll Like 
Our Service! 
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AGENTS AND 
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No Division of Commissions 








WILLIAM M. HOUZE 
Room 1946-2948, The Straus Bidg. 
S. W.cor. Michigan Ave. and Jackson Blvd. 
Telephones Harrison 1434-0402 
Chicago, Illinois 


General Agent of 





BROKERS 


We offer you the 
fullest cooperation. 
We sincerely be- 
lieve we can serve 
you to advantage. 
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AIGHT, DAVIS & HAIGHT, Inc. 
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Se. Louis 
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not be considered a finality. You must 
face the fact that the needs of your 
clients change from year to year and 
you must be prepared to follow their 
progress and submit new plans in ac- 
cordance with these changes. are 
should also be taken in seeing that con- 
tingent beneficiaries are mentioned in 
contracts. 


Ideas to Be Considered 

in Preparing a Program 
} <A very successful insurance salesman 
in my city specializes in advocating that 
certain contracts are put on a monthly 
income basis for 10 years, others for 15 
years, others for 20 years, and other 
contracts for the life of the beneficiary 
with 20 years certain. Some of the 
ideas that may be considered in a pro- 
gram are as follows: 

1. A lump sum payable in cash for 
settling the insured’s estate. 

: a. To pay expenses of last illness, 
death, outstanding household bills and 
personal debts, etc. 

b. To liquidate loans and_ mortgages. 

c. To pay administration fees, in- 
come, inheritance and local taxes. 

2. Cash for the readjustment period. 
This will enable beneficaries to adjust 
themselves to the new conditions facing 
them after the death of the insured. 

3. Monthly income, to enable the 
mother to keep the family together and 
educate the children until they pass the 
idependency period. 

4. A life income for the widow, suffi- 
cient to pay her living expenses, or at 
least her board and rent as long as she 
lives. 

5. Educational incomes to assist the 
children to secure proper training, 
which will enable them to be self sup- 


porting. 

6. Business insurance not only to 
protect credit during the insured’s life- 
‘time, but to provide credit and liquida- 
tion funds after his death. 

7. Income policies to provide com- 
forts for aged parents, relatives, or 
faithful servants. 

8. Trust funds payable to sons or 
daughters to establish them in business. 

9. Charitable bequests to churches, 
colleges, hospitals and asylums. 

10. Old age fund which can be built 
up through cash values or endowment 
maturities of policies taken for the above 
purposes. 


Constant Study Is 
Needed to Win Success 


We should observe the sales methods 
of successful insurance agents. By do- 
ing so we will come to a final conclusion 
that only in specialization can we hope 
to reach the center of gravity, and there 
is nothing that affords a better oppor- 
tunity for specialization than to familiar- 
ize oneself with the program method. 
A few hours study a week will yield 
handsome rewards not only in money 
but in service rendered and in the pleas- 
ure of conducting our business on such 
a sound economical basis. 


PLANS FOR CONVENTION 
OF LIFE PRESIDENTS 


(CONTINUED FROM PAGE 1) 


have brought to Americans such mate- 
rial prosperity that they have been able 
to establish new records in many fields 
as, for instance, in the buying of insur- 
ance and automobiles. On the side of 
idealism, public servants, scientists, 
physicians and business men have been 
joining in common action for the pro- 
tection of the life and health of the in- 
dividual and the nation. 


Cooperative Leaders to Speak 


“The association has been fortunate 
in obtaining acceptances to take part 
in the discussions from leaders in some 
of the largest cooperative organizations 
on this continent—organizations which 
owe their conception and their growth 
to the twin principles of thrift and ef- 
ficiency. The part which the educa- 
tional institutions must play in training 
leaders for these cooperative efforts also 
will be discussed. 

The life insurance phase of the pro- 








gram will include the presentation of 
current achievements in new life insur- 
ance production, in investments for the 
national welfare, growth of the young 
companies, world life insurance, actuar- 
ial progress and health conditions as in- 
dicated by company death claims. 
These data and other timely life insur- 
ance topics will form the basis for pa- 
pers by life insurance executives from 
all sections of the United States. In 
commemoration of the founding of the 
association, a part of the program will 
be devoted to reminiscences of associa- 
tion history and of the pioneers who 
contributed to it.” 


Have Prominent Speakers 


Among the other speakers will be an 
outstanding railroad president, a promi- 
nent journalist, a nationally recognized 
business executive and an eminent uni- 
versity president. An announcement ot 
the complete list of topics and speakers 
will be issued shortly. For the com- 
fort and convenience of members and 
guests, table d’hote luncheons, on a 
thrift basis, will be served between ses- 
sions in a diningroom adjacent to the 
convention hall. 


PLANS FOR COMMISSIONERS 


Committee on Pacific Coast Is Arrang- 


ing for Interesting Sightseeing 
Trips for Visitors 


SAN FRANCISCO, Oct. 5.—Plans 
for the entertainment of the insurance 
commissioners attending the annual con- 
vention to be held in Los Angeles Nov. 
15 to 20, are being completed. Presi- 
dent George I. Cochran of the Pa- 
cific Mutual Life is to deliver the ad- 
dress of welcome and he and Harry J. 
Brown, assistant secretary of the com- 
pany, are taking an active part in per- 
fecting the arrangements. Mr. Brown 
was in San Francisco last week en route 
from a month’s agency and pleasure 
trip to Canada and the Pacific north- 
west and while here conferred with 
Commissioner Detrick regarding the 
convention. 

Present plans contemplate the arrival 
of the commissioners in San Francisco 
Nov. 10. After a day spent here in 
sightseeing, they will visit Merced and 
Yosemite Valley en route to Los Angeles 
where th3y expect to arrive Nov. 14. 
Following the convention the party will 
return east via Grand Canyon and Santa 


Fe, N. M. 


Opening New York Office 


T. G. McConkey, general manager of 
the Canada Life, which was recently 
admitted to do business in this state 
by the insurance department, came here 
from Toronto yesterday to make ar- 
rangements for the company’s new local 
offices. The company willp robably not 
appoint a general agent for this terri- 
tory for several months, but it is anxi- 
ous to establish and open an office, if 
only with a secretary in charge, in or- 
der to write broker and surplus lines. 





Progressive Western Company can 
use a young man in Agency Depart- 
ment at home office—as assistant to 
Agency Manager. Splendid oppor- 
tunity for young man with pleasing 
personality — some native selling 
ability and experienced in corre- 
spondence and home office routine. 
Write in confidence giving full par- 
ticulars about yourself, experience 
and salary desired. 


Address T-48 
Care The National Underwriter. 








GENERAL AGENT WANTED 


An Eastern Life Insurance Company con- 
templates opening another office in Chicago 
at ginning of year. Excellent general 
agency opening for man or possibly 
two men to form partnership. 


ess T-39 
Care The National Underwriter. 














MR. AGENT 


Doyou care for QUALITY? 
Age, Sound Experience, Low 
Cost, a Splendid Record for 
over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 


D. E. MacMILLAN, 
Supervisor of Agents, 
3640 Washington Ave. 
St. Louis, Mo. 














TWENTY YEARS 
and the 

CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 2 


Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 


PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 


Supervisor Wanted 


Western Company 
can use a live wire 


Piwesern Company 


agency man in Kansas 
territory as Home Office 
Agency Supervisor. Only 
man experienced in train- 
ing men and who has rec- 
ord as personal producer 
can qualify. Give com- 
plete details of past ex- 
perience and connections 
in first letter. 


Address T-53 
Care of The National 
Underwriter 





